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A current John Hancock advertisement which indicates how the spirit of American Independence is fostered and ' 
strengthened by Life Insurance. So that these benefits may be shared by all, the John Hancock offers life insurance in all its forms: 
life, endowment and term policies, juvenile insurance, retirement income policies, annuity contracts, and all plans of group coverage. 





He ter two go by and whiffed the third. And for a little while, 
to the Mudville fans, he was the world’s biggest bum. 


But the mighty Casey didn’t really strike out. He’d be glad to tell 
you why, if you’ve got a minute. 


“Way I see it,” says Casey, “baseball is like everything else American. 


Everybody comes out ahead when the game is played clean. 


“Where else does a guy get three swipes at the ball, and even 
if he strikes out he gets another chance at bat? 


“Where, else do they score a guy on how good he is, 
and not on whether his name is Robinson, Greenberg, 
Kurowski, DiMaggio... or Casey? 


He never struck out at all 


“And where else do the winner and loser keep on being friends, 
because there’s always another game next week, and you're never 
out of the race until you quit? 

“Thing I'm trying to say,” says Casey, “is that nobody really strikes out 
on this big sandlot of ours. Everybody wins in the American kind 

of ball. Know what I mean?” 


All Americans know what he means. And in a warm corner of the 
people’s imagination, the outfielders still move back to the 
next town when the mighty Casey comes to bat. 


We like his style, and we like the game he played. His is the kind of ball 
we all play when we work hard for our home teams, when we put aside 
some savings and life insurance to give our kids their chance at bat. 
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Aetna Regionnaires 
Get Solid Fare at 
Hot Springs Parley 


Seven Executives and 
Five Field Men Give 
Messages to Leaders 


Seven home office officials of Aetna 
Life and five field representatives were 
featured speakers at the four-day meet- 
ing of the Aetna Life Corps of Region- 
naires at Hot Springs, Va. This was 
the second of three regional meetings 
which are being held this year. The 
first was held at Coronado, Calif., last 
month and the last will be held July 
24-27 at White Sulphur Springs, W. Va. 

Several hundred persons, including 
qualifying salesmen and their wives, gen- 
eral agents, members of the company’s 
field staff and home office representa- 
tives attended the meeting which in- 
cluded the traditional golf tournament, 
dances and other recreational activities 
in addition to the daily business sessions. 

In the opening address, Vice-presi- 
dent Robert B. Coolidge welcomed the 
Regionnaires and stressed the impor- 
tance and value of the meetings. He 
brought out that in addition to the care- 
fully planned formal program, there was 
great benefit in the informal exchange 
of ideas. 


Professional Trend Grows 


Mr. Coolidge pointed out the continu- 
ing and accelerated trend toward pro- 
fessional life underwriting and empha- 
sized the fact that this trend places an 
ever larger responsibility on the agent 
to be equipped to give sound, competent, 
informed advice and counsel to his 
clients. 

Morgan B. Brainard, Jr., vice-presi- 
dent and assistant treasurer, outlined 
the major requirements for life company 
investments and explained why the 
problem of investing for a life company 
is quite different from that of other in- 
vestors. 

Mr. Brainard reported on the invest- 
ment results for 1948 as far as the pur- 
chase of new securities was concerned 
and described the economic situation 
which dictated these purchases. In con- 
clusion, he emphasized the supreme im- 
portance of keeping the money at work, 
particularly in times such as these when 
interest rates are comparatively low. 

I. F. Cook, secretary of the group di- 
vision, emphasized the reservoir of ex- 
cellent opportunities for the sale of 
group insurance, particularly to small 
business. While stating “there is no 
question but that the post-war boom is 
leveling off,” he emphasized that one of 
the favorable aspects of group insurance 
is its wide popularity irrespective of 
economic conditions. 


Stimulating the Market 


With the increasing popularity of 
group and the apparent trend toward 
state compulsory disability plans, Mr. 
Cook stated that competition for new 
business would increase but told the 
audience that this competition would 
also serve to stimulate the market for 
group insurance. 

_ More than 2 million employes were 
imsured last year under group life and 
employe plans written by Aetna Life, he 
teported. Every seven seconds of each 
working day during 1948, a draft was 
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House Judiciary Probe 
May Embrace Insurance 


WASHINGTON — Whether the in- 
surance industry will be investigated as 
part of the anti-trust law study by the 
House Judiciary subcommittee he heads 
will “depend upon how the companies 
act” with reference to the investigation 
of the life insurance industry proposed 
under the McCarran-Celler resolution, 
Rep. Celler tells THE NATIONAL UNDER- 
WRITER, 

“If they continue in delaying and pre- 
venting that resolution passing, by using 
tactics that are reprehensible,” he con- 
tinued, “I may be compelled to take 
some action in the present inquiry (anti- 
trust).” 

Celler charged the companies are 
“sabotaging” the McCarran resolution, 
which has been making “no progress,” 
he said. 


Standing in Own Light 


“I think they are standing in their 
own light,” Celler added. “The proposed 
investigation could be helpful to them.” 

Celler stated that Senator Gillette, 
member of the Senate rules subcommit- 
tee headed by Senator Green to which 
the McCarran resolution was referred, 
had informed him the subcommittee 
voted to report the resolution favorably. 
However, Celler said, Green “imposed 
conditions” involving “more informa- 
tion.” At insistence of Senator Ives, 
New York, Celler said, rules committee 
Chairman Hayden referred the resolution 
back to the Senate judiciary committee, 
which recommended it many weeks ago. 

At the latter committee, however, 
there is no record of such re-reference. 
It was stated the rules committee had 
no authority to refer the resolution 
back. but only to hold it or report it in 
some form. 

It was reported from a source close 
to Senator McCarran that, although the 
Green subcommittee voted unanimously 
to report the resolution favorably, “ap- 








completed for the payment of group 
sickness and accident, hospital and med- 
ical reimbursement benefits, which to- 
taled $35 million, he said. 

Mr. Cook introduced W. H. Mauk 
of Toledo, one of the leading group pro- 
ducers, who reported that 90% of the 
group business placed in the Toledo 
agency was written by full-time Aetna 
salesmen. 

Mr. Mauk, who said he prospects reg- 
uarly for group sales just as he does 
for ordinary, emphasized that many of 
his group contacts had led to sales of or- 
dinary as well. Group insurance ac- 
counts, he concluded, accounted for 
one-third of his total income. 

The second day’s business session was 
opened with a talk on selling keyman 
insurance by R. A. Maier, assistant su- 
perintendent of agencies, who told the 
men that the best prospects for this pro- 
tection are among those companies 
where the relationship between busi- 
ness profits and “eating money” for the 
key-man’s family or survivors can be 
most easily recognized. 

Mr. Maier pointed out that key-man 
insurance is bought primarily because 
of the danger of loss of income to those 
dependent upon the business for sup- 
port, whether they are the owner’s 
family or the surviving owners, he 
stated. The approach, therefore, should 
be founded upon the same principles as 
personal life insurance, he said. 

Changes in A. & H. coverage were 
discussed by Paul H. Rogers, assistant 
secretary, who outlined the more liberal 
age limits and underwriting rules now 
in effect on accident insurance, the pol- 
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parently” such a report was not sub- 
mitted to the full rules committee. 

The same source stated that McCar- 
ran received a letter from Hayden ask- 
ing what was proposed under the life 
investigation plan, how the money would 
be spent, etc. To this; McCarran re- 
plied that that information had previ- 
ously been made available to the rules 
committee, 

“What about insurance companies 
banding together for various purposes?” 
Celler asked, in a statement outlining 
the plan of his anti-trust study. “Have 
they offended against the law? Again, 
are the present sanctions and penalties 
in the laws adequate, or should they not 
be closely examined at this subcommit- 
tee’s hearings, and also by private and 
government economists and legal ex- 
perts.” 

After weeks of delay, insurance ob- 
servers here believe the McCarran res- 
olution for investigation of the life in- 
surance industry is making some pro- 
gress. Senator Green’s subcommittee 
of the committee on rules met last 
week and discussed the matter. They 





WASHINGTON—Rep. Celler’s judiciary 
subcommittee studying anti-trust laws has 
already taken steps to hear testimony of 
insurance executives. Aug. 1 has been set 
as tentative date for Leroy Lincoln, presi- 
dent of Metropolitan Life, to appear. 

Insurance angles were mentioned at 
Wednesday’s hearing, when Celler charged 
the McCarran resolution was blocked by 
“machinations” of life companies. 

Morris Ernst, New York lawyer, author 
and economist, referred to big securities 
issues being allegedly “handed over” to 
insurance companies without being tested 
in the market place. 

Rep. Keating, committee member, in- 
quired whether investment bankers are 
“cut in” on insurance company loans. 

Celler stated he. had investigated and 
found that Morgan, Stanley & Co., Kuhn, 
Loeb & Co., Dillon, Reed & Co., and others, 
were instrumental in placing $550 millions 
such loans, on which he said the bankers 
got fees. 

Ernst advocated breaking up life com- 
panies on a territorial basis, and said that 
Charles Evans Hughes had stated, in 1906, 
that no life company should have over 
$250 million assets. 

Ernst demanded to know why any com- 
pany should have more than a billion as- 
sets now. 

Celler stated it was his information that 
Prudential is “sectionalizing” its opera- 
tions, so that premiums collected in one 
area are loaned back in that area. This 
has been done on the Pacific coast, it was 
stated. 

Ernst remarked that a community is en- 
titled to get some of its money back. 

Friday the hearing continues with wit- 
nesses including Gilbert Montague, New 
York lawyer and Massachusetts Mutual 
director. 





then reported to the full rules committee 
on the matter, but without making rec- 
ommendation. 

Judiciary committee members have 
een reported favoring going ahead 
with the proposed investigation. Mc- 
Carran has been reported pushing it and 
he has suggested to friends that they 
help get it out of the rules committee. 

At last week’s meeting, the atmos- 
phere was reported favorable to the 
resolution. In discusion of the amount 
of money required for the investigation, 
some Senators were reported expressing 
opinion that more would be needed 
than the $100,000 proposed in the Mc- 
Carran resolution. 


Wash. Referendum 
on IDB Law Is 
Now Assured 


Certification Is Given— 
High Court to Rule on 
Premium Liability 


SEATTLE—Secretary of State Coe 
has certified that 58,000 signatures had 
been canvassed and approved, with 
16,000 yet to be examined, thus assur- 
ing a place on the November, 1950 gen- 
eral election ballot for the referendum 
on the unemployment compensation dis- 
ability act passed by the 1949 Washing- 
ton legislature. 

The unprecedented action of certify- 
ing the number of valid signatures on a 
referendum before the entire canvass 
had ‘been completed (only 30,000 are re- 
quired to place a measure on the ballot) 
was a result of a suit brought in Thurs- 
ton county superior court to clarify 
employers’ liability for deducting 1% 
from all paychecks commencing July 1, 
1949. On July 5 Superior Judge Wilson 
ruled that the act was made inoperative 
by the referendum, which obviously had 
been successful even though the final 
count was not in. Coe expected to 
complete the canvass and officially cer- 
tify the measure for a place on the bal- 
lot by July 16, 


Purpose of Suit 


The suit, which was to be carried to 
the supreme court probably not later 
than this week, was to establish clearly 
the fact that employers are not liable 
retroactively to July 1 for paycheck de- 
ductions in the event the voters should 
happen to approve the measure in No- 
vember, 1950. Judge Wilson ruled that 
the act would become effective 30 days 
following the election, if the measure 
carried. The suit was necessary due to 
the fact that the law itself provides that 
in the event the employer fails to make 
the payroll deduction during two suc- 
cessive pay periods that he then person- 
ally becomes liable for the 1% premium. 
The entire premium, otherwise, may be 
deducted from the workers’ paychecks. 

The mandamus action was appealed 
to the supreme court by the attorney 
general, representing the state depart- 
ment of employment security, which is 
named as the administrator of the new 
law. 

Observers felt that the supreme court 
would unquestionably sustain the lower 
court. In the absence of a suit at this 
time, it was pointed out, employers 
would be running the risk of facing a 
test case following the election, assum- 
ing the law were passed, requiring pay- 
ment for all pay periods dating back to 
July 1 1949. A clear-cut rule from the 
supreme court at this time, it was ex- 
plained, will obviate such a contingency 
in the event the law is passed. 

Observers were surprised at the ex- 
tremely high percentage of valid signa- 
tures secured. Altogether, there were 
over 77,000 signatures filed and with 
58,000 approved and 16,000 still to go, 
it was indicated that very few were elim- 
inated as invalid. 





California Water Service Co., San 
Jose, has sold to New York Life in two 
installments $1,940,000 of 3%% first 
mortgage bonds due in 1975. 
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Says Congress Probe 
of Agency System 
Would Stun Public 


Weissman Charges That 
Life Companies Shirk 
“Employer” Responsibility 


Simon D. Weissman, N.A.L.U. trus- 
tee and Equitable Society agent at 
Boston, declared in 
a speech before 
New Haven Assn. 
of Life Underwrit- 
ers that if Congress 
must. investigate 
the life insurance 
industry, it might 
better focus its in- 
quiries on the 
agency system, 
through which he 
maintained man- 
agement has “‘short- 
changed the Amer- 
ican people who 
are entitled to a 
kind of service which too many of them 
are not getting.” Through such an in- 
vestigation, Mr. Weissman said that 
Congress could get at the root of the 
low esteem in which the American pub- 
lic holds the life agent. 

According to the speaker, every career 
agent feels a sense of shame at the 
actual reputation of his calling which 
is in sharp contrast to the glowing ad- 
vertisements of the life insurance com- 
panies in the Institute of Life Insurance. 

Mr. Weissman stated that everything 
about life insurance companies is dic- 
tated to them by insurance laws or 
insurance department regulations, except 
for the operation of the agency system. 
“That is the one field in which man- 
agement has always had freedom of ac- 
tion, freedom within which to exercise 
initiative and intelligence, and it is the 
one field in which management ‘has 
demonstrated abject and colossal fail- 
ure. It is the Achilles heel of the in- 
stitution of life insurance,’ Mr. Weiss- 
man charged. 





S. D. Weissman 


Says Compensation Is Inadequate 


Mr. Weissman indicated that if the 
agency system were investigated, Con- 
gress would find that more than 100,000 
life agents, who are sent out to advise 
and assist the American people, do not 
receive from their companies enough 
compensation to permit them an ac- 
ceptable standard of living. He stated 
that less than one-half of 1% of the 
life insurance agents have the “dubious 
distinction” of being million dollar pro- 
ducers, a title which Mr. Weissman 
termed as misleading and involving bad 
public relations. On the other hand, 
approximately 80% of the full-time, 
ordinary commission agents receive less 
income from their life insurance sales 
than is necessary to maintain a decent 
standard of living, and must either sup- 
plement their income from sources out- 
side life insurance or starve. 

“How would the American public re- 
act to the disclosure that four-fifths of 
the ordinary agents licensed by man- 
agement to go out and convince them 
of the value of economic security are 
themselves desperately insecure?” Mr. 
Weissman asked. He declared that when 
he entered the business 23 years ago, 
the statistics were just about the same, 
and the only difference today is that the 
agents who are desperate are better 
educated and better types of men and 
women. 

“The life insurance industry presents 
to the public one of the most respectable 
and dignified fronts of any institution 
in American life but, so far as its dis- 
tribution system is concerned, it is like 





a portly, distinguished looking gentle- 
man in evening clothes whose under- 
wear is soiled,” Mr. Weissman charged. 

The speaker quoted Wallace F. Ben- 
nett, president of the National Assn. 
of Manufacturers, to the effect that “If 
we really believe that freedom and se- 
curity are synonymous, that this is a 
great truth, then we have the responsi- 
bility of demonstrating by the way we 
run our businesses, in the lives of the 
men and women who depend on them, 
that they do in fact have security when 
they work in American industry.” He 
also quoted Dean Donald Kirk David 
of the Harvard Business School who 
maintains that in an industrial civiliza- 
tion business leaders must assume the 
responsibility for increasing all the 
human satisfactions in the group with 
which they are’ associated. 

Mr. Weissman accounted these state- 
ments typical of the present day 
philosophy of American business and 
then asked how it is possible to explain 
the social philosophy of the leaders of 
the institution of life insurance. Man- 
agement can’t shirk the responsibility 
for this situation, he said. It is under 
no compulsion to retain under contract 
men who can’t make a living. It has 
no justification for not paying every 
full-time agent under contract a mini- 
mum income commensurate with Amer- 
ican standards of decency and terminat- 
ing the contracts of those who do not 
perform appropriate services in return. 

“Congress would find that the situa- 
tion is getting worse instead of better,” 
Mr. Weissman indicated. “The com- 
panies are embarked on a program of 
lashing the whip at their general agents 
and managers, driving them to hire 
more and more agents, yet accepting no 
responsibilities for seeing to it that these 
agents receive a living income.” 

The speaker continued, “One of the 
chief causes of this evil is management’s 
mass hysteria over production. Produc- 
tion is God. Production must always be 
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There are essentially two different types of salesmen for any 
product: Creative and non-creative. And this distinction is 


of paramount importance when it is thought of in connection 


The non-creative underwriter usually just slices a share of the 
available business out of the market—and is content to go no 
further than that. But the creative underwriter brings to his 
clients and prospects creative ideas, ideas for using life in- 


surance and applying it to a variety of needs and situations. 


By giving his prospects a broader concept of the benefits of 
life insurance and a deeper appreciation of them, the creative 
underwriter creates many opportunities for business in addi- 


tion to the business he actually writes himself. 


Insurance in Force—May 31, 1949—$412,203,306 


INSURANCE 


Agency Leaders to 
Address Managers 
at N.A.L.U. Rally 


Three prominent agency heads_ will 
form the slate of speakers who will ad- 
dress the general agents and managers 
session at the annual convention of Na- 
tional Assn. of Life Underwriters at 
Cincinnati, Sept. 15. W. Thomas Craig, 
Aetna, Cincinnati, program chairman for 
the session will preside. 

Eugene Hays, general agent for 
New England Mutual at Boston, will 
speak on “Initial Training, the Founda- 
tion of Success”; John A. Hill, general 
agent of Aetna Life at Toledo, will dis- 
cuss “Practical Prestige Planning Pays,” 
and Raleigh R. Stotz, general agent for 
Mutual Benefit at Grand Rapids, will 
handle the topic, “Keeping the Agency 
Going.” All are C.L.U.’s. 

The meeting will be preceded by a 
luncheon at which a nationally known 
sales executive from outside the busi- 
ness will speak. 


New Mo. Insurance Bills 


JEFFERSON CITY—The Missouri 
general assembly, now in recess until 
September, enacted comparatively little 
legislation at its recent session. 

Among the measures that have passed 
both ‘houses and sent to Governor Smith 
were a bill increasing the value limita- 
tion on the real estate an insurance 
company may hold; a bill authorizing 
fraternal benefit associations and so- 
cieties to deposit in Canada such assets 
as are required by the law, a _ Dill 
authorizing insurance companies to in- 
vest in Canadian government bonds. 








Franklin Life has been admitted to 
Montana. The company is now operat- 
ing in 40 states,District of Columbia 
and Hawaii. 
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Federal Old Line 
and Sullivan 
Bury the Hatchet 


SEATTLE—Superior Judge James 
has dismissed the action between Fed- 
eral Old Line Life of Seattle and the 
insurance commissioner. 

An official announcement was released 
stating that Commissioner Sullivan and 
the officers of Federal Old Line “are 
pleased to announce” that the litigation 
has been settled by agreement. 

“The parties by their agreement have 
been able to reconcile differences in 
points of view which gave rise to the 
litigation which is now concluded. . The 
commissioner stated that the officials of 
the company are to be commended for 
their cooperation and efforts to promote 
the interests of policyhloders of their 
company and the insuring public.” 

The action was commenced in Sep- 
tember, 1947, by Commissioner Sulli- 
van, and there have been numerous 
orders and decisions since that time. 
One of the most important issues was 
whether policy liens were entitled to 
recognition as admitted assets. 

It is understood Wendell Milliman, 
independent actuary of Seattle, and 
Harry Tressel, Chicago actuary, aided 
in bringing about the settlement during 
the time of the commissioners conven- 
tion at Seattle. 


Farmers Union Wins Court 
Test on N. D. License 


Farmers Union Life of Denver has 
won approval of the North Dakota su- 
preme court to do business in the 
state over the objections of Commis- 
sioner Krueger. 

Mr. Krueger ‘thas denied the company 
a license on 13 alleged violations of law 
or sound business practices, but the 
court declared that nine of the viola- 
tions were not supported by the evi- 
dence. The court agreed with the com- 
missioner on four counts, but added 
that the violations involved had either 
been corrected or were approved by 
Mr. Krueger’s predecessor. 





Mich. Committee Tackles 
Negro Discrimination Issue 


LANSING—A committee named by 
Gov. Williams to investigate alleged dis- 
crimination against Negroes by insurers 
is to be enlarged to include representa- 
tives of additional lines, it was decided 
at the group’s initial meeting here 
Tuesday. 

Designiation of the committee fol- 
lowed charges during the recent legisla- 
tive session that it was impossible for 
Negroes to obtain life or automobile 
coverages from many insurers. A reso- 
lution was offered to provide for a study 
of the situation. 

Waldo O. Hildebrand, secretary of 
Michigan Assn. of Insurance Agents, 
suggested the expansion of the commit- 
tee Tuesday and it was agreed to add 
three members representing fire, auto- 
mobile and surety lines. 

Committee members also decided to 
seek specific instances of alleged dis- 
crimination and to study the question 
from all angles. It was suggested that 
a questionnaire be framed to obtain data 
or that persons feeling themselves vic- 
tims of discriminatory practices be in- 
vited to air their grievances before the 
committee. 

‘George Schermer, Detroit, represent- 
ing the Michigan civil rights committee, 
was designated committee chairman. 
Other present members, in addition to 
Hildebrand, are: Commissioner Forbes 
of Michigan; John Dancy, Detroit Ur- 
ban League president; Charles H. Ma- 
honey, president Great Lakes Mutual 
Life, Detroit; Floyd H. Skinner, Grand 
Rapids attorney; John Panchuk, general 
counsel Federal Life & Casualty, De- 
troit. 
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Unique Manual for 
1949 Most Complete 
Book in Its Field 


The most comprehensive picture of 
up-to-date life insurance facts and fig- 
ures available from any single source, 
is presented in the new 1949 Unique 
Manual, recently published by The Na- 
tional Underwriter Co. Treating some 
465 companies in its 1,600 pages, this 
51st annual edition provides a _ truly 
encyclopedic coverage of modern life 
insurance. It supplies the answer to 
practically any statistical question that 
a field man will ever want or need on 
a case. In four main sections, it pre- 
sents (1) each company’s financial posi- 
tion and standing, (2) a thorough and 
easy-to-use analysis of the contracts is- 
sued, (3) the broadest coverage of rates, 
values, options, dividends and cost data 
available anywhere, and (4) a special 
programming, reserve table and settle- 
ment option section covering practically 
all life insurance in force today. Fur- 
thermore, the Unique Manual covers 
all these subjects in a_ single all-in- 
clusive volume, whereas to even ap- 
proximately duplicate its coverage from 
other publications requires the purchase 
of several other separate volumes. 


Offers Impartial Analysis 


In the first major section of the 
Unique Manual, which is devoted to the 
companies and called National Under- 
writer Reports, all of the useful and 
official facts and figures concerning the 
development and present standing of 
each company, large or small, are pre- 
sented, These reports include all of the 
significant, factual information on which 
to form judgment of a company. Here 
also is offered a 70 item analysis of the 
latest annual statements of 240 com- 
panies—the most detailed analysis avail- 
able from any source except the con- 
vention form itself. The Unique Manual 
does not give opinions, but impartially 
presents complete facts about each com- 
pany. 

Following the report section are some 
1,060 pages devoted to contract, rate, 
dividend, cost, settlement option and 
value information, the scope of which 
goes far beyond that of any other pub- 
lication. The “obscure” but significant 
provisions of each company’s contract 
are brought to light in concise easily 
grasped paragraphs in such a way that 
the user can quickly get at the point 
in question. Company practices, as well 
as contractual provisions are carefully 
covered. Rates are shown on thousands 
of contracts not available elsewhere. 
Dividend and cost data provided, far 
exceeds any other compilation. Several 
times as much surrender value informa- 
tion (cash, loan and paid up) is pro- 


vided, as is included in any of the 
smaller reference works. Especially 
helpful, too, is the information pro- 


vided on the smaller companies and the 
numerous sub-sections devoted to na- 
tional service life insurance, social se- 
curity, juvenile insurance, industrial, 
single premium contracts, annuities, in- 
cluding joint and survivor, and other 
special contracts. 


140 Pages of Tables 


Some 140 pages of reserves and other 
useful tables are shown in the program- 
ming section. In addition to a broad 
treatment of CSO reserve and minimum 
cash values, this section also contains 
a large number of American experience 
tables to assist in the programming of 
older policies. Numbered tables showing 
the exact incomes payable on not only 
current policies but old contracts issued 
back to 1910 are also provided. Thus 
for programming purposes, it covers 
Practically all life insurance currently 
in force. 

Large, medium size and small com- 
panies are all treated in this widely used 
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standard of seiihuaiiian There is even a 
special listing of companies that have 
gone out of business, changed their 
names or merged since 1920. A special 
table ranking 436 companies, all with 
over one million in force, and many 
other useful features too numerous to 
list except in a complete index, are also 
provided in this amazingly complete 
reference work. The entire volume is 
carefully indexed by topics and by com- 
pany. Advance orders are now being 
delivered. Extra copies for early de- 
livery should be ordered from the Na- 
tional Underwriter Co., statistical divi- 
sion, 420 East Fourth Street, Cincinnati 
2, O., or any National Underwriter of- 
fice. The single copy price is $8.50. 


Charles Mehlman Named 
Cal. Department Actuary 


LOS ANGELES Commissioner 
Downey has appointed Charles Mehl- 
man of Denver as chief actuary of the 
California department, a recently cre- 
ated full-time position. He will assume 
his duties Sept. 1. He resigns as vice- 
president and actuary and director of 
Security Life & Accident. He is a native 
of Toledo, a graduate of University of 
Michigan and a member of both the 
Society of Actuaries and Actuarial Club 
of the Pacific. -The appointment was 
made on the result of nationwide civil 
service competitive examination. 


Honor Occidental Veterans 


Five veteran employes of Occidental 
Life received wrist watches and service 
pins emblematic of more than 25 years 
with the company at a testimonial din- 
ner at the Hotel Muehlebach, Kansas 
City. President Dwight L. Clarke was 
host and made the presentations. The 
quarter-century club members honored 
were Miss Marie F. Flynn, Reinwald 
H. Lage, Miss Eva D. Nordell, Miss 
Minnie Swanson, of Kansas City, Kan., 
and Allen L. Creitz, regional arene su- 
pervisor in Chicago. 
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Penn Mutual Leaders Treated 
to Many Stimulating Ideas 


Penn Mutual Life’s third and last sec- on 


tional conference for members of the 
Quarter Million Dollar Club from the 
central and southern states bag held at 
White Sulphur Springs, W. 

Wallis Boileau, Jr., Piste vice- presi- 
dent, presided at the first session, with 
Vice-president Eric G. Johnson first on 
the program with a greeting giving the 
names of the leaders winning the top 
honors, 

Vice-president Malcolm Adam headed 
a trio from the operations department, 
with Dr. Robert L. Weaver, associate 
medical director, and John M. Huebner, 
associate supervisor of applications, the 
three describing home office underwrit- 
ing as it handles the business of today. 
Aaron M. Royal, manager of field train- 
ing, explained the training of established 
agents. 

At the second day’s meeting E. Paul 
Huttinger, secretary, was chairman, 


Small Community Selling 


H. Gray Hutchison of Maryville, 
Tenn., described selling in a small com- 
munity. He said that information- 
finding and programming are just as 
essential as in a big city. He finds that 
in his territory three-quarters of a cli- 
ent’s income comes from his business 
or from real estate holdings, which 
means estate and inheritance tax prob- 
lems to be solved. 

Robert F. Lotz of Chicago spoke on 
selling in a big city, where he thought 


the pre-approach is essential and the 


agent’s self-management must be highly 
organized with proposals carefully 
worked out on paper. He uses the two- 
call method of selling. 

Edwin R. Brock, Des Moines, told of 
the unlimited opportunities an agent has 
today. Mr. Brock told of the importance 
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Wife Insurance 


Arthur W. Davison, of the Penn Mutual’s Rasmussen 


“IT was having lunch with a policyholder and on hav- 
ing a service fee slip signed I casually went over a few 
of the check items on the slip and he said ‘Well, you 
have all those taken care of.’ 
the slip and when he saw Wife Insurance he mentioned 
his wife’s plan was to mature as an Endowment in two 
I discussed the possibility of doing 
something about protection for her and pointed out that 
was the most economical time to buy because 
We are now insuring his wife 
$1500 Twenty Payment Life. 


This illustrates how an underwriter, in working out 
a program for a prospect, often completely overlooks 
When there is a need for it, it 
may round out the program for the whole family. 


THE PENN MUTUAL LIFE INSURANCE CO. 
JOHN A. STEVENSON 


INDEPENDENCE SQUARE, PHILADELPHIA 
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his thinking when the first death 
claim came through on one of his cases. 
“What a privilege to be in a business 
in which we help mold lives with the 
opportunity to influence the destinies of 
American families!’ he exclaimed. 

He said on tthis first claim “there was 
no other conclusion to be drawn. I had 
helped shape the lives of Jamie, Bobby 
and their mother. Because of this con- 
tract Janet was enabled to keep her 
home; because of my efforts two little 
boys would have a better chance in life. 
Prior to this time policy number so-and- 
so had represented $46.44 in first-year 
commissions. When I found I had in- 
fluenced three lives favorably, at that 
moment and not before I felt I was in 
the life insurance business, for that was 
when I started to think about the eco- 
nomic and social implications of our 
sales talks. I started to think of Janet 
and Jamie and Bob and what their fu- 
ture would have been without what we 
have to sell. 


Baptism of Faith 


“Since this first claim I have had 
others and each time I take a very great 
personal satisfaction in recounting what 
the picture would have been but for the 
policy I had sold. 

“Have you ever stopped to hear the 
favorable comments from your clients 
and friends as they rumor among them- 
selves the security and happiness which 
you control? The successful under- 
writer is respected and admired in his 
community.” 

Willis H. Satterthwaite, counsel of 
the company, spoke on the social secur- 
ity amendment, and William J. Probst, 
manager of sales promotion and adver- 
tising, told of the sales opportunities 
provided by social security. 

On the third day, Urban F. Quirk, 
assistant vice- president, presiding, pre- 
general agent at 


sented Paul Jernigan, 

Wichita. Mr. Jernigan had a panel of 
10 leading producers, they being: Walter 
N. Hiller, Chicago; Robert Rogerson, 
Grand Rapids; Walter R. Benz, Fort 
Wayne; Stanley N. Murphy, Jackson: 
William H. Pendell, Grand Rapids; 
Arthur F. Priebe, Peoria; Jack C. 
Krause, Grand Rapids; Edward W. 
Rosenheim, Chicago; Wilbur E, Meck- 
enstock, Wichita, and Averett Taylor, 
Atlanta. 


“Tips from the Tops” 


Through a rapid fire of questions and 
answers these leaders gave “Tips from 
the Tops.” 

Averett Taylor, Columbus, Ga., told 
of selling to commissioned officers in the 
army. He said that their army duties 
preclude any chance of a real interview 
during a normal working day so that 
appointments are made during the day 
and interviews are held at lunch, in the 
late afternoon or at night, so that it is 
anything but a part-time field. 

“You must be there every working 
day,” said Mr. Taylor. “There are usu- 
ally no ties of friendship or business 
interests to obligate them and competi- 
tion is dangerous because of their close- 
ly knit community life so that a new 
idea spreads among them faster than 
ever thought of at a woman’s bridge 
club. Army men do not want to feel 
that they are a sideline. They look on 
you as an army specialist and as a con- 
sultant for their benefit. Appointments 
must be kept even more punctually than 
with civilians, These men are accus- 
tomed to split-second schedules and any 
tardiness is hard to explain. From 20 
years’ experience with them I found that 
the salesman must stay on the job with 
them year after year. You get to be 
well known throughout the service. 
They usually buy 20 payment life or 
some policy with a paid-up date in the 
not too distant future. Their retirement 
payment will not permit them to con- 
tinue very heavy premium payments. A 

(CONTINUED ON PAGE 11) 
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That most people believe in life insurance and 
expect to have some more some day. There- 
fore, it is not necessary to sell life insurance as 
such, but it is necessary to sell men on the idea 
of a satisfactory interview with you during 
which life insurance is given the consideration 
it deserves with respect to their business and 
family situations. 


Clifford L. McMillen 
347 Madison Avenue 
New York 17, N. Y. 


No. 26 of a series — No. 25 appeared last week. 


























There's a definite connection... With this picture of 
protection...And the man who seeks a plan...To protect 
his entire clan...To safeguard your little brood...and assure 

their livelihood... Just call the B.M.A. 
man...About the Family Security Plan. 


THE HOME OF COMPLETE PROTECTION 


B. M.A. BUILDING 
KANSAS CITY. MO. 





Equitable of lowa 
Plans Joint Meet 


Equitable of Iowa is holding its an- 
nual joint convention of the Agency and 
Organization clubs in the Greenbrier, 
White Sulphur Springs, W. Va., July 
18-20. The Agency Club is for junior 
agents and the Organization Club _ is 
for general agents. The Organization 
Club will devote one session to consider- 
ation of management activities. An at- 
tendance of more than 400 is expected. 
The chief speakers will be F. W. Hub- 
bell, president of the company, and Ray 
E. Fuller, agency vice-president. Other 
addresses will be made by company men 
and field associates. 

President of the Agency Club is L. 
M. McClusky, Davenport. S. S. Vohs, 
Minneapolis, is vice-president and J. H. 
McWilliams, Pittsburgh, secretary. Offi- 
cers of the Organization Club are V. 
Webner Wiedemann, San Francisco, 
president and Earl V. Reed, Wichita, 
vice-president. 





Personnel of Insurance 
Teachers’ Committees 


The following committee chairmen 
have been announced by American Assn. 
of University Teachers of Insurance: 
Annual meeting program, E. A. Gaum- 
nitz, University of Wisconsin, who is 
vice-president of the association; col- 
legiate preparation for insurance Careers, 

: Loman, University of Pennsyl- 
vania; insurance teaching aids, R. M. 
Trump, Washington University; re- 
search, Past President C. A. Kulp, Uni- 
versity of Pennsylvania; membership, 
H. H. Irwin, Wayne University; nomi- 
nating, C. A. Kline, University of Penn- 
sylvania; journal, J. E. Hedges, Indiana 
University; Elizur Wright award, Past 
President F. G. Dickinson, American 
Medical Assn. 

Dean J. A. Fitzgerald, University of 
Texas,’ is president of the association 
and Prof. Hedges secretary. 





Evans to Direct Chicago 
Meet of Life Advertisers 


Larry Evans, Northwestern Mutual, 
has accepted the job of general chair- 
man of the 1949 annual meeting of Life 
Insurance Advertisers Assn., which will 
be held Oct. 27-29 at the Drake Hotel 
in Chicago, 


Eye New Cal. Benefits 


Private insurers writing California 
UCD business will absorb the new and 
additional benefits provided in the state 
law by the legislature allowing an $8 a 
day hospital benefit for a limit of 12 days 
in any one year to employes coming un- 
der the compulsory law. There will be 
no additional premium for this added 
coverage. Private insurers feel that they 
have no alternative but to absorb the 
extra benefit, which they do not believe 
will be of any serious consequence over 
a year. 

The California law requires a private 
carrier to give more liberal benefits than 
that provided by the state fund at the 
same premium. There are a few of the 
45 companies writing the business that 
gave what is called extraordinary bene- 
fits beyond a basis of liberality required. 
These companies, it is said, may be 
forced to modify these super-extra bene- 
fits in order to absorb the hospital bene- 
fit. 


D. C. Bills Approved 


WASHINGTON—After supporting 
testimony by Superintendent Jordan, a 
House District of Columbia subcom- 
mittee headed by Rep. Kennedy, Massa- 
chusetts, recommended to the full D. C. 
committee a bill to enact the N.A.I.C. 
group insurance measure; another to 
provide for standard provisions for in- 
dustrial policies, and a third to permit 
domestic insurers to invest in securities 
guaranteed by the world bank. 





‘Mass State F und 





TDB Bill Voted Down 


At 1 A.M. Wednesday morning the 
Massachusetts legislature voted down 
by a vote of 110 to 107 the monopolis- 
tic state disability benefits fund meas- 
ure, but at the same time decided to 
vote again Wednesday afternoon. 

On Wednesday afternoon the house 





voted 150 to 112 against the disability | 
benefits bill which it is believed kills the © 
federal security administration 

monopolistic state type fund measure for | 
this session. The vote came after the | 
lower house had voted to reconsider the | 
measure, although during the night be- | 
fore it had turned the legislation down | 
by a three vote margin. The house 
even had beaten a measure to send the 
bill back to committee before the final 
tally was taken. The fight over the 

measure was one of the most bitter con- 
flicts in years at Boston. 





Otto Graham, the professional foot- 
ball backfield star, has joined the Cleve- 
land agency of Manufacturers Life. 





More than 30 Baltimore Life district 
managers attended the annual managers’ 
meeting at Fayetteville, Pa. 
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OOPERATION 


WHEN you have a problem you 
are having difficulty in solving, 
do you look for help, or do you 
struggle through alone’ even 
though the struggling may be 
costly and the solution far from 
satisfactory? 


PITY the man who is proud of 
“standing on his own two feet” 
and never asking for help. He 
is much like the man who was 
proud of struggling through 
every illness in the past thirty 
years without a physician’s at- 
tention only to die in his thirty- 
fifth year as a result of compli- 
cations from all of his self-cured 
diseases, 





COOPERATION is the recogni- 
tion of the real meaning of so- 
ciety, the willingness to give and 
receive aid. It is the ability to 
see the necessity for solving the 
other man’s problem with him 
even as we should see and feel 
the necessity for solving our 
own. 





TO NEWCOMERS IN THE 
LIFE INSURANCE BUSINESS, 
WE CAN THINK OF NO BET- 
TER WAY OF INTRODUCING 
OURSELVES THAN TO SAY 
THAT OUR WORK FOR THE 
ADVANCEMENT OF THE 
LIFE INSURANCE INDUSTRY 
NOW ADDS UP TO 35 PLEAS- 
ANT YEARS OF COOPERA- 
TION WITH AGENTS AND 
MANAGEMENT — EVERY- 
WHERE THAT LIFE INSUR- 
ANCE IS SOLD. 


PAUL SPEICHER 
Managing Editor 
THE INSURANCE 


RESEARCH & REVIEW SERVICE 


INDIANAPOLIS 
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Mehuaen Committee 
Continuing Study 
of Policy Loans 


The 1949 report of the New York 
state legislative committee on insurance 
rates and regulation has recently been 
printed and contains a review of the 
committee’s activities during the past 
year. Among the subjects discussed are 
$81 on investments, §207 on surplus, 
§212 on new writing limitations, and 
§213 on expense limits. A review of 
testimony at its various hearings is con- 
tained in the report. 

Among the subjects which the com- 
mittee states that it intends to continue 
studying is the interest on policyhold- 
ers’ loans. The report points out that 
§155 of the insurance law provides that 
the rates which can be charged on a 


policy loan where interest is payable. 


in advance may not exceed 48/10% 
per annum or the equivalent effective 
rate of interest if otherwise payable. 
The committee says the “percentage 
has remained unchanged for some years 
during which period general interest 
rates have been lowered. Various sug- 
gested changes have been offered but 
none have been adopted.” 


Loans a Complex Subject 


The report continues stating that “in- 
terest on policy loans is one of the 
most complex subjects in the insurance 
field. On the one hand, policyholders 
contend it is unfair to pay a high rate 
of interest for the privilege of borrowing 
their ‘own money’; that a policy loan 
is the safest possible investment, and a 
5% rate is therefore excessive. On the 
other hand, the companies contend that 
the handling of small loans is expensive 
and that a low interest rate means that 
the expense must be borne by the pol- 
icyholders that do not borrow. It has 
also been said that a high rate deters 
the use of policy funds by borrowers 
for speculative purposes and that ex- 
pensive borrowing (induced by low 
rates) interferes with the long range 
investment programs of life insurance 
companies. A real difficulty is that poli- 
cies run for many years and that a 


specified interest rate included in the | 


policy at issuance may turn out to be 
too high or too low in the future as 
business conditions vary.” 
Give Policy Loan Figures 
Policy loans are not insignificant, the 
report continues. It says “investments 
of all United States legal reserve life 
insurance companies and policy loans 
and premium notes are about $2 billion 
or about 3.8% of total admitted assets.” 
The report contains the policy loan 


figures of four companies: 
Percent- 
age 
of Policy 
Loans to 
pAmount of Admitted 


Fomet Ree Assets 
Metropolitan ..... $360, 000 4% 
Equitable Society. 123, 000" 000 2.5% 
New York Life.... 163,000,000 3.8% 
Prudential ....... 264,000,000 3.5% 


The committee notes that the com- 
panies uniformly charge 5% interest. 
It concludes by stating “the committee 
proposes to study the entire matter of 
maximum interest to be charged on 
policyholders’ loans and will report its 
conclusions.” The subject of policy 
loans has been a favorite one with 
Senator Leo Friedman, Brooklyn Demo- 
crat, who is on the committee. 


Watch Insurance Bills in 
Ohio as Adjournment Nears 


COLUMBUS—tThe Ohio legislature 
has tentatively set July 29 as the day 
for final adjournment. Whether the 
legislature can finish all its work by 
this time is still a question. 

The house has passed a bill prohibit- 
ing coercive practices in the sale of in- 
surance. The senate insurance commit- 
tee has recommended for passage the 
unauthorized insurers process act, and 
has recommended the house bill pro- 





viding that life companies may not pay 
a commission to an unlicensed agent. 
The senate insurance committee has 
also recommended a bill providing that 
a life agent may not write insurance in 
an unauthorized company. The senate 
judiciary committee killed a bill allowing 
deposit of securities in lieu of a bond. 





Dominion Life Changes 


Dominion Life thas adopted ne 
non-participating premium rates tor 
plans other than single premium. The 
new rates are generally lower than those 
previously in effect. 


new 


A slight increase in rates for term to 
age 65 was found necessary after provid- 
ing for the conversion clause, single 
premium annuity rates have been re- 
duced considerably, and the single pre- 
mium retirement annuity plan has been 
somewhat changed. 


Pa. State Units Move 


The bureau of rate regulation of the 
Pennsylvania department, which has 
been located at 134 South Fourth street, 
Philadelphia, has been moved to the 
main offices at the Harrisburg state 
capitol. The policy analyzing section 
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has moved to the department's Phila- 
delphia offices in City-Centre building 
and the principal office of the liquidation 
division has moved to 1518 Walnut 
street, Philadelphia. 


Sells Greensboro Hotel 


Jefferson Standard Life has sold the 
King Cotton Hotel at Greensboro to 
Alsonett Hotels Corp. for around $1 
million. The corporation has some 30 
hotels in the south and southwest. 





Who Writes What? tells you instantly, 
who will write what you want! 





Franklin Life in 1948 attained 


the high honor and coveted position 


of being one of the leading 


17 companies (among the nearly 600 


in America) with respect to 


dollar volume of gain 


in the ordinary field. 


Percentage-wise it ranked 


in second place. 








Over 


CHAS. E. BECKER, PRESIDENT 


LIN WARE 


INSURANCE 
COMPANY 


SPRINGFIELD, ILLINOIS 


DISTINGUISHED SERVICE SINCE 1884 


One of the 15 Oldest Stock Legal Reserve Life Companies in America 


700,000,000.00 insurance in force. 














































“Our Economy 


of Extravagance~ 


A leading economist once stated that the 
reason living standards of the average 
American are so far above those in 
other countries is that we, as a people, 
are always eager to acquire the newer 
and finer implements of living which our 
manufacturing genius is constantly mak- 
ing available. He called it, “Our econ- 
omy of extravagance.” 


Such an economy gives the individual 
the freedom to buy what, when and 
where he chooses. Conversely, it impels 
the manufacturer and business man to 
proffer, at all times, goods and services 
which withstand the scrutiny of indi- 
viduals buying in this free and inde- 
pendent market. This economy can only 
exist where there is competitive enter- 
prise. 


Life insurance companies, under the 
competitive enterprise system, are con- 
stantly vying with each other for more 
advantageous premiums . . . for more 


'« varied forms of life insurance protection 


|... for increased safety and security 
for the policyowner. They are continu- 
ously improving these factors by more 
efficient management, to the enrichment 
of the individual’s opportunities to pro- 
| vide security for himself and his own. 


GREAT SOUTHERN 


INSURANCE COMPANY 


HOME OFFICE HOUSTON 1, TEXAS 
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Agents Fill Heart With Apps. for Hart 


Hugh D. Hart, 
left, and Henry G. 
Johnson inspect the 
hundreds of small 
red hearts which 
fill the large heart 
which was the sym- 
bol of a_ business 
campaign in recog- 
nition of the 10th 
anniversary of Mr. 
Hart as vice-presi- 
dent and director 
of agencies of IIli- 
nois Bankers Life. 
Each small heart 
represents a life ap- 
plication —submit- 
ted. r. Johnson, 
agency secretary 
and assistant secre- 
tary, directed the 
campaign which 
amassed a record 
volume for any sin- 
gle month. Mr. 
Johnson was as- 

sisted in campaign 





planning by Harvey Thorsen, superintendent of agencies of the western division, and 


Ben F. Paugh, ve home office icntananeii 





w. Va. Department Now 
Has Two Deputy Staff 


The West Virginia department is now 
staffed by two deputies instead of one 
as in the past, they being Roy Wehrle. 
who will give special attention to life 
and A. & H., and Hugh W. Mills, who 
will be the fire and casualty deputy. 

Mr. Wehrle started with George 
Washington Life at Charleston in 1935 
and remained with that company until 
1948, except for his period of army serv- 
ice and while attending North Carolina 
University during 1936 and 1937. At 
George Washington Life, he served as 
cashier, agency secretary and director of 
agencies. For the past several months, 
he had been West Virginia general 
agent for Pan American Life and was 
publicity chairman for the Charleston 


.and West Virginia Life Underwriters 


Associations. 

Mr. Mills is an accountant and has 
been active in state financial affairs. He 
was with the state auditor’s office from 
1935 until 1948. Until 1947, the auditor 
was ex officio insurance commissioner. 
He was director for the joint legislative 
committee on government and finance 
and was clerk for the finance committee 
of the state senate during the last ses- 
sion of the legislature. Otherwise, since 
leaving the auditor’s office, he has prac- 
ticed as an accountant and has assisted 
in insurance company examinations. He 
attended Ohio University at Athens. 





Institute Figures Show 
Amazing Annuity Growth 


In 1948 Americans put nearly twice 
the amount in all types of annuities as 
they did five years before and 82 times 
the amount used in this way in 1920, the 
Institute of Life Insurance indicates. 
Annuity premiums in 1948 amounted to 
$900 million. This is contrasted to $11 
million in 1920. At the start of this 
year, more than 3,500,000 annuity con- 
tracts were in force in all U. S. com- 
panies as compared to 2 million as re- 
cently as 1941. 

The Institute ascribes the greater por- 
tion of the increase to group annuities 
which have been set up in recent years. 
Group annuities totaled 2,175,000 at the 
start of 1949, in contrast to 966,000 in 
1941. 





McDevitt Regional Head 


William J. McDevitt, Jr., has been 
appointed regional supervisor of John 
Hancock Mutual in the southeastern 
territory covering Pennsylvania, Mary- 
land, New Jersey, District of Columbia, 
and Delaware. He was formerly assist- 
ant district manager at Germantown, 
ra. 





9% ” Life Reve 
in Home Mortgages 


The Home Loan Bank Board reports 
that mortgage financing of individual 
homes and houses for up to four families 
now represents a major investment chan- 
nel for life insurance funds with 9% of 
total life company assets used in this 
way. In its annual study of life com- 
pany mortgage investments, the board 
reported that last year 59% of the mort- 
gages made or purchased were loans on 
one to four-family homes. Mortgage 
holdings of the life companies reached 
a record peak of $10,800,000,000, or 19% 
of the total assets. 


Huber Has Good Record 


Operating exclusively in the fields of 
property and estate planning, the Solo- 
— Huber agency of Mutual Benefit 

Life in New York completed the half 
year mark 22% ahead of last year’s paid 
for business. Business for the year to 
date is $3,613,148 excluding term rider 
and annuity credits. No pension trusts 
have ever been written in the agency. 

The members conduct about 40% of 
their business interviews at the agency 
offices and see clients by appointment 
only. No one in the group has ever 
made a cold call. 

On Sept. 7 the agency will hold its 
annual meeting and some time in Octo- 
ber will conduct its estate planning 
forum which is restricted to attorneys, 
accountants me trust men. 








COMPLETE PERSONAL 
INSURANCE COVERAGE 


REPUBLIC NATIONAL 


LIFE INSURANCE 
COMPANY 


THEO. P. BEASLEY, President 


OALLAS, TEXAS. 
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L. L LA. M.A. Holds 
School in the East 


There were 71 general agents, man- 
agers and home office executives who 
completed the 91st school at Atlantic 
City of Life Insurance Agency Man- 
agement Assn. 

The first school in the east this year 
had 21 men from New York City and 
seven from Newark in attendance; 27 
member companies were represented. 

Class officers elected by the students 
were: president—Edwin J. Phelps, 
agency director, Guardian Life, New 
York; vice-president—Fred W. Hardy, 
training assistant, Mutual Life, New 
York; secretary—Howard R. Brewster, 
general agent, New England Mutual, 
Providence, R. I.; treasurer—E. Row- 
land Evans, assistant superintendent of 
agencies, Travelers, Hartford. 

Lewis W. S. Chapman, director of 
company relations, headed the school 
staff which included the following: 
Frederic M. Peirce, assistant director 
of company relations: Kenneth L. An- 
derson and Bruce F. McEuen, senior 
consultants: Thomas Irvine, research 
actuary. Myron E. Dean, senior con- 
sultant and Bradford M. Cogswell, staff 
assistant, attended as observers. 


60 Attend Occidental’s 
Group Insurance Seminar 
LOS ANGELES ~— More than 60 


home office executiv es and staff and re- 
gional group supervisors attended the 
group seminar of Occidental Life at 
Los Angeles, July 11-14. 

A concentrated four-day educational 
program with a comprehensive bill of 
fare covering the entire group field was 
presented by tne home office and group 
staff. 

Important new announcements  in- 
cluded a complete set of new group pol- 
icy forms, a new group rate book, and 
attractive new printed proposals. Free 
use was made of panel discussions with 
practically the entire group sharing in 
the discussions and contributing to the 
progrant. 

A tour of the home office was one of 
the features of the meeting. 


CTEDIST Gets Assist 


“As part of its program to end dis- 





criminatory practices by Metropolitan | 
in- | 
re- | 
of United Office & Professional | 


Life in employment and sales of 
surance,” the greater New York 
gion” 
Workers 
has 
5,000 


“ 


of America, CIO, states it 
presented a petition containing 
signatures “urging the end of 
Crow housing in Metropolitan’s 
New York City. 
25,000 signatures, 


Stuyvesant Town,” 
Objective 


is ac- 











Theodore P. Otjen of Northwestern Mu- | 


tual Life and Mrs. Otjen during boat ride | 
that was part of N.A.I.C. Seattle convention. | 








cording to Aaron Schneider, New York 
regional director who presented the 
petition to Paul Ross, chairman of the 
Committee to End Discrimination in 
Stuyvesant Town. Mr. Schneider stated 
that UOPWA members who took the 
petitions to the public on street corners 
were cordially welcomed. Not even price 
control petitions got such an eager 
response from New Yorkers he declared. 

UOPWA has distributed 200,000 leaf- 
lets, it says, calling public attention 
to the failure of Metropolitan to em- 
ploy a single Negro agent or district 
office clerk at New York. The union 
also asserted Metropolitan forbids in- 


dustrial agents to solicit or accept ap- 
plications for insurance from Negroes. 


Weaver to John Hancock; 
Funk Is Advanced 


Arthur G. Weaver has been appointed 
director of group research by John 
Hancock Mutual. He graduated with 
honors from McGill University and in 
the war served four years in the Royal 
Canadian air force. 

A fellow of the Society of Actuaries, 
he was with the Canadian head office 
of Prudential of London, 1936 to 1941, 














and since 1945 thas been senior actuarial 
assistant of Montreal Life. 

Ward Funk was elected assistant 
secretary. He has been assistant man- 
ager of the group department for the 
past five years. He has been with the 
company since graduation from Uni- 
versity of Wisconsin, specializing in 
the sale, underwriting and administra- 
tion of insured pension plans and group 
annuities. 





Parks P. Duffey, general agent at 
Richmond for the Connecticut General, 
has qualified for the Million Dollar 
round table. 











To State Mutual associates, all roads lead to White Sulphur Springs where the 1950 
Company Conference will be held next March. 


The world-renowned Greenbrier, whose entrance is pictured above and when gracious 
living is at its best, will be host. 


Although the qualifying period is only half over, production figures already indicate a 


record attendance. 


Sales education will be the order of the day . . . sessions packed with useful sales ideas 
... and with seminars geared to meet the challenges of today’s market. 


And as every State Mutual associate will tell you, wherever 





whenever the field family 


gather, the spirit of fellowship that stems from a friendly Company, old in experience 
but young in viewpoint, is abundant and satisfying. 
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1948 Rise in Group 
A. & H. Coverage Is 
26%, L.I.A. Reports 


The spread of A. & H. protection 
through voluntary group insurance plans 
increased 26% last year and has more 
than doubled in the past five years, Life 
Insurance Assn. of America reports. 
The percentages are based on total pre- 
miums paid in the United States. 

Substantial gains were also made by 
other forms of group insurance. Group 
coverage as a whole, as measured by 
total premiums paid, rose almost 20% 
in 1948 and was two-thirds greater than 
three years before, according to an asso- 
ciation survey of group coverage of all 
U. S. and Canadian life, A. & H. and 
casualty companies. 

Group annuities to provide 
pensions for worker groups 
rise of 20% in the year and 
insurance rose 14%. 

Last year’s additions of group protec- 
tion by employer-employe and other 
group units set a record. Thousands of 
firms initiated group plans; 3,078,000 
persons were brought under group sur- 
gical benefits; 2,925,000 added group 
hospital benefits; 912,000 took on group 


retirement 
showed a 
group life 


GROUP INSURANCE AND GROUP ANNUITY COVERAGE— 
CONTINENTAL UNITED STATES BUSINESS — 1947 AND 1948 


All Life, A.&H., and C Ity Ins 





Companies 
(Estimated by Life Insurance Assn. of America from data contributed by 215 U.S 


. and Canadian companies) 


-—New Business Issued, 1948——, —————Total in Force Dec. 31————_, 

















Num- Num- Number Premiums 
Coverage* ber of ber of Total Number of Indi- and Con- 
ye Master Individ. Amount of Master viduals Total Amount siderations 
Year** Policies Covered of Coverage (Policies Covered of Coverage During Year 
Weekly indemnity Weekly indemnity 
Group A. & H. ..cccccccccscccccccs 1948 10,060 1,222,000 $ 32,800,000 43,540 9,498,000 $ 194,400,000 $170,700,000 
(weekly indemnity) ............ 1947 10,900 1,262,000 28,100,000 35,580 8,377,000 162,100,000 146,300,000 
— 300,000 33,860 902,000 Dally boneae 66,000,00 
; A aR ee 1948 9,070 1,120,000 8,200,0 y if ( 3,300, 56,000,000 
ee aia be 3 1947 8,490 1,243,000 7,300,000 27,750 7,110,000 36,300,000 53,100,000 
Dependent coverage ............ a benefit Daily benetit 
1948 7,300 1,805,000 1,000,000 22,340 8,839,000 44,900,000 57,300,000 
1947 6,060 1,696,000 73'900°000 16,050 7,080,000 32,900,000 38,800,000 
Maximum Maximum 
surgical benefit surgical benefit 
Group Surgical Expenses....... 1948 9,330 1,416,000 232,100,000 33,310 7,729,000 1,155,000,000 40,200,000 
Employe coverage .......... 1947 7,630 1,068,000 167,400,000 25,610 6,529,000 959,200,000 32,600,000 
Maximum Maximum 
surgical benefit surgical benetit 
Dependent coverage ............ 1948 7,320 1,662,000 249,200,000 18,750 6,470,000 872,800,000 32,400,000 
1947 4,980 1,338,000 186,100,000 11,510 4,574,000 568,200,000 19,900,000 
Group medical expense ........... 1948 2,970 547,000 5,980 1,295,000 Achat biie?a gence ,900,000 
Employe coverage ..... weeeece:, 1947 1,990 378,000 4,180 852,000 sat nie ee a 3,700,000 
Dependent coverage ..........+.. 1948 760 365,000 1,310 CBB,000  — nivevewces 1,200,000 
1947 380 156,00 580 SEO cia ermmnace 600,000 
Principal sum Principal sum 
Group accidental death and 1948 6,530 1,239,000 2,260,000,000 28,600 6,147,000 11,396,900,000 12,900,000 
Dismemberment ..ccccccscccccss 1947 5,830 687,000 1,316,700,000 24,330 4,979,000 9,601, 000, 000 11,200,000 
medical expense; 1,222,000 added weekly ering $393,500,000 of loans; 1,239,000 start of 1949 covered 9, 498,000 persons 
income benefits payable in case of ac-’ added group accidental death and dis- with $194,400,000 w eekly income acci- 


cident or sickness; 1,198,000 added new 
group life insurance in the amount of 
$2,961,300,000; 1,050,000 were added to 
group creditor’s life insurance plans cOv- 


memberment protection. 

As a result of the many new plans 
and additions to plans previously exist- 
ing, group insurance outstanding at the 











Complete 
Group Coverage 


The Lincoln National man can offer his Group. insurance 
prospects a complete line of employer-employee benefit pro- 
grams. He stands ready to meet the prospect’s needs—whether 
the situation calls for life coverage, accidental death and dis- 
memberment, accident and sickenss, hospital expense, sur- 


gical expense, employee insurance, or retirement plans. 


This complete Group insurance service provides another 


reason for our proud claim that LNL is geared to help its 


field men. 


The 


LINCOLN NATIONAL 


LIFE INSURANCE COMPANY 


Fort Wayne 1, Indiana 


its Name Indicates Its Character 








dent and sickness benefits; 16,741,000 
employes and dependents with hospital 
expense benefits; 14,199,000 for surgical; 
1,927,000 for medical expense; 6,147,000 
individuals for accidental death and dis- 
memberment; 1,886,000 had group an- 
nuities; 16,184,000 with $37,012,300,000 
group life; 4,634,000 with $1370,200,000 
group creditor’s life covering balances 
on loans. 
(Other tables on page 17) 


Re-File Shenandoah Suit 


ROANOKE, VA.—A suit asking at 
least $826,269 from Shenandoah Li 
has been re-filed in the circuit court 
here by John Peter Saul, Salem, Va., 
attorney receiver for Shenandoah Hold- 
ing Corp. The suit, first filed last year, 
was dismissed then on the grounds that 
it was brought prematurely. 

Saul claims that this sum is owed 
Shenandoah Holding Corp stockhold- 
ers under Shenandoah Life’s mutualiza- 
tion plan. 

Paul C. Buford, president of Shenan- 

doah Life, said in a statement that 
Shenandoah Life’s position is the same 
as it was in early 1948 when a similar 
suit was brought, adding: 
_ “We think that the Shenandoah Hold- 
ing Corp. has got at least as much as 
it is entitled to under the plan of mu- 
tualization. If the courts finally award 
something more, it can be paid without 
embarrassment.” 

Saul contends that Shenandoah Life 
owes the holding company’s stockhold- 
ers under a contract by which the hold- 
ing company acquired 20,000 shares of 
Shenandoah Life stock when Shenan- 
doah Life began its mutualization plan. 








Kansas commissioner 


Frank Sullivan, 
and new chairman of executive committee 
of National Assn. of Insurance Commis- 
sioners, and Mrs. Sullivan during recent 
Seattle convention. 
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It will contain a large cafeteria and one of the largest training schools in 
auditorium. The air conditioning, re- its history with over 25 in attendance @ 
gs wae ag heating equipment will from Ohio, Michigan, Wisconsin, Iowa, Harley E. Mi 
BS o e placed in the attic. Minnesota and the west coast. The sda sili 
n Employers Wait for Ford, Steel school marked the completion of 15 7 nia co 
Group insurance sales are becalmed ~ such classes. Further schools are slated 
2>miums not only by the summer but by the in- “aanmmen Acting Dean for October and February and June, bk a MA PhS 
Con- clination on the part of employers, par- lerbert C. Graebner, professor of 1950, Life ji wt 
rations ticularly the large ones, to hold off any business administration and head of the ife is currently 
ing Year action on employe benefits until they insurance division in Butler University’s : president of the lo- 
0,700,000 see how the pension and insurance de- CO!lege of business administration, has Mrs, Elsie H. Colson Union Central cal agents’ associa- 
6,300,000 mands of the CIO-UAW are met by been named acting dean. Life, Omaha, become the first Nebraska "0M. 
6,000 Ford and how the CIO-steelworkers : insurance woman to be a_ five-year quali- 
“treet fare with United States Steel. Central Life of Iowa has concluded fier for the national quality award. e 
7,300,000 On the positive side, the uncertainty = ae —_—_—— — 
3'800,000 over UCD legislation has by this time 
time been dispelled almost everywhere, - 
200,000 at least for the present. In Illinois, the 
2°600,000 assembly adjourned without passing any 
compulsory disability legislation. This, 
2 400.000 coupled with the fact that the assembly 
9°900,000 also authorized the writing of associa- 
4,900,000 tion life groups, is providing some local t 
Beye eo stimulation to sales. Only casualty as- on 
500008 sociation groups had been permitted ee“, 
previously in the state. fieveeseee® 
2,900,000 “2 cd 
1,200,000 ea POS: 
=== Seeks Television Answer sy ee ee 
persons An agent was complaining the other 
re acci- day about television, He didn’t object 
741,000 that people spend money for television 
hospital instead of life insurance. That would be 
urgical; | fruitless anyway. If a person can buy 
147,000 a television set probably he can also buy 
and dis- i life insurance. He complained because 
up an- | it prevents him from talking with pros- 
300,000 | pects in the evening. With the entire 
200,000 | tamily grouped around the television set, 
yalances the lights off, and a noisy program go- 
ing on, conditions are impossible for 
presentation of future security, which 
demands close attention. 
it , One answer would be television ad- says Mrs. Fred Wiedemann, 
ki ' vertising by, life companies in a way to 
ee | make it easier for the agent to get an Dallas, Texas 
ite | appointment, and this may eventually | 
t ‘me ' come. At present even life companies 
Hold. that_do any appreciable amount of ad- | 
St year, poh a ages oo ge gg | “I had a ‘grass-looks-greener’ attitude when I “But two years of active service convinced Fred 
ids that pa sprea ding, the rm eineae nie eres a went from Dallas to attend college in Virginia. But that a life on the sea was not for him. So after re- 
_— use it to reach the preferred type of not too long after I met a handsome midshipman at signing his commission he came as a stranger to 
etlanth prospects which they favor. | Annapolis, I was back home married to a Californian Dallas to enter a profession where he could do what 
itualiza- es ‘ud aap linia aie Cig who decided to hitch his wagon to the Texas Star. the Navy would never allow—be his own boss and 
Ld s | . . . 
ee Home Beneficial Breaks | “I guess Fred must have had some romantic vi- set up his own objectives. 
nt that Ground for New Home sions too because he began at age 11 to nourish a “ve heard it said that the first two years of an 
1e Be The ground was recently broken on | dream of someday attending the U. S. Naval Academy _—_underwriter’s career are the hardest, but there cer- 
SInInae the new two story home office building. and living the life of a Naval Officer. In 1942 he tainly have been no hardships for us! From the be- 
1 Hold- Ag ge yooh = pear apy was awarded the coveted appointment to Annapolis. _ ginning Fred had tr dous earth for the life 
nuch as hinel- eat: g on 2 il Sean d pie t Three years later he was commissioned and immedi- _ insurance business and had such amazing results with 
+ This is three miles west of the central ately assigned to duty on the U. S. S. Little Rock the Plan that although starting from scratch as a 
witkaa on saa 5d J, dasa which was just new in the Navy too. stranger in Dallas and Texas we were able to be 
ome Beneficial expects the building ied i i 
as to be completed by this time next year sanesten Se Save sant srinaceteincBiady ~~ ure 
ah Life at a cost of $134 million. : | Each day our security grows more certain and so 
vagy _The building will be colonial in de- does my belief that Fred was just cut out to help 
ares of —_ patterned after the architecture people with their insurance needs and show them the 
Shenan- le — pod Bey re Pees unique benefits available in Minnesota Mutual con- 
yn plan. ee See AOS | tracts. 
“Our little family is growing too. At home 
now there is our happy, three-month-old son, Fred- 





eric Franklin, Jr.. who keeps both of us on our toes. 
We have picked out a story-book-like site for a new 
home which is in the planning stages. I can’t say 


how thankful I am that Fred and I are able to plan 
together for the future and know that our plans are 
guaranteed of fulfillment through The Minnesota 
Mutual.” 


; oe 


Fred Wiedemann became a Minnesota Mutualite, 
August 22, 1947. Without previous selling experience 
he paid for $255,503 in new life insurance in the re- 
mainder of that year. During 1948 his paid business 
amounted to $733,472. The Organized Sales Plans are 
the sales accelerators upon which Fred has built his 
foundation as a successful life underwriter. These 
Organized Selling Plans are used exclusively by many 
Minnesota Mutualites. 




















THE MINNESOTA MUTUAL LIFE INSURANCE COMPANY | 
i i Saint Paul 1, Minnesota l 
be | | want to know how Fred Wiedemann does it.! may be interested. I 
The Minnesota Mutual | No obligation to me, of course. | 
L . f ] C ! Name : 
ire insurance ompany | 
hissioner | 
mmittee George B. Butler, life insurance com- SAINT PAUL 1, MINNESOTA I onan t 
Commis Missioner of Texas, and H. Graves e : 
; recent Arkansas commissioner, during Seattle Organized 1880 City ae ate qt 





Meeting of N.A.I.C. 
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Trial in the Press 


“We don’t want to try the case 
the press” is a proper and professional 
attitude to take when attorneys are 
seeking to get a decision on issues that 
involve the law. Yet it must have be- 
come obvious in the past five years that 
the important issues involving insurance 
are being tried before the public, and 
that the best and perhaps only way to 
get a fair hearing for the industry side 
is through a well informed press. 

It is clear that Rep. Celler intends 
to try his “case” against the life com- 
panies in the press at every opportu- 
nity. The business thus gets a fore- 
taste of what his “inquiry” will be like. 
The procedure by which the industry 
can counteract the broadside criticisms 
of Mr. Celler already have been well 
illustrated by the action of two com- 
panies in promptly answering those at- 
tacks in the same forum where Mr. 
Celler made them, the press. 

These are times in which the industry 
as a whole is being assailed on many 
sides, by social programs, governmental 
ideas, and regulation of various kinds. 
It cannot afford to be so high class as 
not to roll up its sleeves and be ready 
at the drop of a hat to defend itself or 
strike out a positive blow wherever and 
whenever its critics launch an attack. 
promptness with which Mutual 
Life and Equitable Society responded 
to Mr. Celler meant that those who 
read Mr. Celler’s remarks could re- 
member what the shooting was about 
when those two companies returned the 
fire and in so doing did a good turn for 
the industry. 


in 


The 


In these times the fire and casualty 
business also finds itself on trial before 
the public rather frequently, and there 
too it would be helpful if those who 
make policy decisions recognized the 
importance of promptly and frequently 
getting their views before the public. © 

Of the two publics, that within the 
industry and the one outside, which the 
business must reach, the one within the 
industry, if the smallest, is of peculiar 
importance. It must be reached and, if 
it is to exert its influence on behalf of 
the interests of the business, it needs 
to be thoroughly and continuously in- 
formed. Prejudiced opinions come from 
the absence of knowledge of the facts, 
from too little knowledge or incorrect 
information. The leaders in the busi- 
ness are responsible for seeing that 
accurate information gets to those who 
make up the business and that it is cor- 
rectly interpreted. The evidence shows 
that they cannot rely on the vast army 
of workers in the industry to support its 
objectives simply because it provides 
them with a livelihood. They should 
know by now that saying “no” is no 
answer. That only postpones the day of 
reckoning and adds to the burden of it. 

The industry itself must often be con- 
ditioned to the acceptance of new ideas 
before changes or new ideas can pre- 
vail. In this sense, cases “tried’’ in the 
press do this conditioning. If there are 
sound reasons for a change or a new 
idea, then it can usually prevail, if those 
reasons are intelligently set forth for 
the industry to read. The rank and file 
in the business need the ammunition. 


Rarity of Understanding 


An executive the other day com- 
mented that the most important single 
need of the man who is preparing for 
increased responsibility is the ability to 
express himself. This undoubtedly 
true—as a man goes up the ladder, his 
job loses its unicellular character, it be- 
comes complex and of multiplying con- 
sequence, and he must get others to 
wield their influence—to work and to 
think toward the success of this project, 
this job, which is his. 

To do that, he must bring other peo- 
ple to understand. They must be com- 
mitted to the same goals, they must 
understand specifically the daily details 
that have to be accomplished, there are 
a hundred calls for the directing force 
of a team captain, which is the execu- 
tive. It becomes of the utmost impor- 
tance that the executive make himself 


is 


understood, on paper, in informal con- 
versation, and before groups in more 
formal talks. 

It is a constant fight, unless the work 
is of the most routine character, to keep 
the objective clear and all parties aiming 
for it intelligently aware of what they 
are doing and must do. Yet time after 
time, day after day, in office after office, 
it is apparent that most persons assume 
that their associates, those working un- 
der them, and their superiors know thor- 
oughly what they are talking about, what 
they are trying to do; in other words, 
can look into their minds. As a result 
there is a great deal of pulling and haul- 
ing, of stumbling and fumbling, of an- 
noyance and criticism—most of which 
would be eliminated if each of the per- 
sons made an effort to be sure that he 


understands and that the person to 
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whom he is speaking or writing under- 
stands the plain basic facts. It is not 
easy to make oneself clear. One has to 
start by being certain he himself under- 
stands the matter and then insist that 
he be understood. The habit is not 
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impossible to acquire and would have 
remarkable results. 

More mistakes are made because of 
a misunderstanding of the facts than are 
due to poor judgment and these are 
mistakes that can well be avoided. 








PERSONAL SIDE OF 


BUSINESS 





Phil Campbell, who has represented 


Philadelphia Life at Danville, Pa., for 
more than 25 years, recently completed 
1,064 weeks of consecutive production. 
Accompanied by Mrs. Campbell, he left 
for an extended and long-deferred vaca- 
tion on the West Coast, July 1. This 
wrote finis to his excellent record. He 
said that the app-a-week goal which he 
set for himself in his early days in the 
business gave him a definite track to 
run on, and enabled him to achieve his 
record. 

Leroy A. Lincoln, president of Metro- 
politan Life, has been elected a director 
of the Union Pacific railroad. 

Malcolm C. White, general agent of 
Pacific Mutual Life, has been installed 
as vice-president of the Oklahoma City 
Sales Executives Club. 

Jack Hamilton, Life of Virginia at 
Newport News, Va., won the Virginia 
amatuer golf championship. He de- 
feated Wynsol Spencer, also with Life 
of Virginia, for the title. Jack Hamilton 
formerly held the title in 1942 and 1946, 
while Mr. Spencer was titleholder in 
1939 and 1948. 

William E. Walsh, home office under- 
writing manager of Equitable Society, 
visited San Francisco to assist the north- 
ern California agency with special un- 
derwriting problems. His visit coincided 
with the campaign to honor Vincent S. 
Welch, first vice-president, on his 20th 
anniversary with the company. 

A. Herbert Nelson, Minnesota man- 
ager for Business Men’s Assurance, was 
the fishing companion last week of 
Harold Stassen, president of the Uni- 
versity of Pennsylvania. They fished in 
Lake of the Woods on the Minnesota- 
Canada _ border. 

Frank M. See, general agent at St. 
Louis for New England Mutual, and 
Mrs. See are on a two-month vacation 
trip to South America. 

Henry F. Chadeayne, comptroller for 
General American Life, has been elected 
permanent chairman of the St. Louis 
Council on Human Relations. The or- 
ganization was formed recently follow- 
ing conflicts between whites and Ne- 
egroes that followed the attempt of St. 
Louis officials to eliminate race segre- 
gation at municipal swimming pools and 
bathhouses. 

George J. Cleary, who has been elect- 
ed president of United Benefit Life suc- 
ceeding the founder, Dr. C. C. Criss, 
started with the affiliated Mutual Bene- 
fit H. & A. in the claim and legal de- 
partment in 1920. When United bene- 
fit Life was formed in 1926, he became 
one of the first members of its legal 
staff and since 1936 he has been vice- 
president and a director of Mutual 
BenefittH. & A. He has served as 
chairman of the A. & H. committee of 
International Assn. of Insurance Coun- 
sel, he is a former chairman of the tax- 
ation committee of H. & A. Under- 


writers Conference and is a member of 
the A. & H. committee of American 
Bar Assn. He graduated in law at 
‘Creighton University in 1918. 

Miles Scheaffer has been elected a 
vice-president of United Benefit Life. 


“Sales Management” magazine in its 
edition of June 1 carried a lengthy feature 
article on the career of Jacob W. Shoul, 
Mutual Life, Boston. The article points 
out that in his 33 years as a life insur- 
ance salesman, Mr. Shoul has averaged 
$500,000 annually. Since 1925, he has 
never failed to exceed the $1 million 
mark, and during the past 10 years, has 
passed the $3 million mark three times, 
and the $2,500,000 mark an equal num- 
ber of times. The article states that 
Mr. Shoul, who also sells for Union 
Central early developed a center of in- 
fluence in the shoe and leather business, 
Mr. Shoul wanted to show his apprecia- 
tion of his many clients in Newbury- 
port, Mass., so he bought a’ rundown, 
strike-bound shoe plant and put it on 
its feet, to provide 700 jobless workers 
with weekly pay envelopes. He entered 
civic work in that community, helping 
to raise money for the Salvation Army, 
the Y.M.C.A., for Christian churches 
as well as for synagogues. 

The article describes how Mr. Shoul 
came from Lithuania, alone and uned- 
ucated at the age of 12. He financed 
an education by selling needles and 


thread from door to door and, on his 


21st birthday, began selling for Mutual 
Life in Boston. 

Thorpe B. Isaacson, general agent at 
Salt Lake City for Lincoln National 
Life, has been elected chairman of Utah 
State Agricultural College board of 
trustees. 

Grant Taggart, California-Western 
States Life, Cowley, Wyo., has received 
notification of his membership in the 
1949 Million Dollar Round Table. He 


was awarded a life membership several 


Years ago and has consistently held 
qualifying memberships in subsequent 
vears. He is a past president of Na- 
tional Assn. of Life Underwriters and 


a past chairman of Million Dollar Round 
Table. He was recently elected to fill 
out the remainder of Richard E. Imig’s 
term as trustee of N.A.L.U. 


DEATHS 


Frank J. Haight, actuary for Amer- 
ican United Life, died at his home at 
Indianapolis at the age of 71. 

He was born at Albion, Mich., and 
was educated at the college there and 
taught school at Albion for six years. 
During the past 45 years he lived at 
Indianapolis, in 1908 organizing a con- 
sulting actuarial office under the name 
of Frank J. Haight. The firm was re- 
organized in 1925 under the name of 
Haight, Davis & Haight, Inc. In ad- 
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dition to his actuarial duties, he served 
as president of the latter organization. 

Mr. Haight was a certified “public ac- 
countant. He was a fellow and charter 
member of American Institute of Actu- 
aries. 

A brother, Arthur M. Haight of Oma- 
= is associated with the firm of Haight, 

Davis & Haight. 

Nathan E. Aldrich, 52, New England 
Mutual Life agent, died suddenly of 
a heart attack at his home in James- 
town, N. Y. He was a member of the 
company’s Quarter Million Club and 
had been in the Buffalo agency for the 
past 11 years. He was a graduate of 
New York State College of Agriculture. 

Dr. Francis LeBaron Jenney, former- 
ly medical director of Federal Life, died 
at his home at Lakeside, Mich. He 
went with Federal Life as medical di- 
rector in 1900 and remained at that post 
until his retirement in 1946. Dr. Jen- 
ney attended University of Illinois, Uni- 
versity of Berlin, and the University of 
Vienna. 

Dr. Penney was for many years sec- 
retary of the Medical Section of Ameri- 
can Life Convention. 

Howard R. Cruse, 70, a member of 
the board of Colonial Life since 1934, 
died at his home in South Orange, N. J. 
Mr. Cruse was a member of the com- 
pany’s executive committee, and had 
also been a member of its audit com- 
mittee. He was a banker and lawyer. 

Mrs. Mary L. McKnight, 59, wife of 
Earle B. McKnight, New York City 
midtown manager for Connecticut Gen- 
eral, died after a long illness. For 14 
years she was the personal secretary 
of Allen Prescott, radio network actor. 

Dan Roach, who retired in 1945 as 
vice-president and treasurer of Com- 
monwealth Life, died. He joined Com- 
monwealth as agent in Clay county, Ky., 
in 1907. In 1913 he went to the home ‘office 
as supervisor of ordinary agencies. He 
was placed in charge of the mortgage 
loan department in 1916 and elected vice- 
president in 1923. He was made a di- 
rector in 1928 and assumed the duties 
of treasurer in 1938, 

Mrs. Kathleen Barry, wife of W. W. 
Barry, Pittsburgh manager of Sun Life 
of Canada, died at the family residence. 
There are seven children and four grand- 
children, 


Stimulating lial Given 
to Penn Mutual Group 


(CONTINUED FROM PAGE 3) 


group like this afford the effectiveness 
of the endless chain.” 

Robert Rogerson, Lansing, empha- 
sized the importance of the personal or- 
ganization of an agent, working out 
methods of the extensive use of the tel- 
ephone, direct mail, birthday cards and 
programming. He believes in “arousing 
the prospect’s interest to his own prob- 
lems to the point where buying be- 
comes of secondary importance. The 
main thing is the selling of the inter- 
view, and in the interview the selling of 
the service. 

“Today we are exposed to a situation 
where there are too many appeals to the 
fear of insecurity. We can counteract 
this by appealing to the strength in men, 
their thrift, industry, courage and self- 
respect,” he declared. 

_ Walter Hiller of Chicago was strong 
for the use of a budget guide in selling. 





. EMPIRE LIFE and ACCIDENT 
INSURANCE COMPANY 
Legal Reserve Company 
Home Office—Empire Life Bldg. 
Indianapolis 9, Ind. 


41 Years of Satisfactory Service to our 
Policyholders. 


MILLIONS PAID TO POLICYHOLDERS AND 
BENEFICIARIES 








JAMES M. DRAKE, President 


“People,” he said, “are now more 
budget-minded than ever. During the 
war, with plenty of money around, peo- 
ple were not so careful about their 
expenditures for food, shelter, clothing 
and life insurance. With the present 
slight pinch, most people are beginning 
to take stock of themselves and want to 
know where their money is going. They 
are, therefore, interested in a budget 
guide which must have up-to-date fig- 
ures.” 

It was Mr. Hiller’s opinion that the 
market for family income insurance 
should now be approached on the basis 
of a proper rearrangement of the fam- 
ily’s budget to show prospects how their 
money can be allocated so as to allow 
for life insurance premiums. 


Market Always Changing 


After the panel Robert K. Zimmer, 
general agent at Columbus, pointed out 
that there are always new prospects com- 
ing into the market and particularly now 

“when new businesses need business in- 
surance, new property owners need 
mortgage insurance, and newly-married 
couples need increased protection for 
each other. The new babies need in- 
surance to provide for their education 
and the increased life expectancv of all 
Americans makes retirement income in- 
surance an absolute necessity. We will 
not have done our job if we do not 
help these people to achieve financial in- 
dependence in their latter years.” 

Mr. Zimmer said: “The worker today 
has no choice but to buy life insurance 
to secure what he seeks. Between the 
high income taxes and the low interest 
yield, men can no longer create estates 
for themselves and _ their families 
through the save and invest method.” 

Mr. Zimmer expressed the opinion 
that apart from scare headlines “there is 
no depression among the consumers.’ 
He said that “our friend, Uncle Sam, 
has been advertising our business 
through the medium of National Service 
Life Insurance and through social se- 
curity, making 30 million ‘income-con- 
scious of old age and survivors’ needs. 
Like others labor, perhaps we made 
money too easy in the past few years. 
Let's go back to our individual com- 
munities and check the births, mar- 
riages, newcomers, new businesses, high 
school graduates, college graduates and 
then sell, sell, sell, We must renew 
our faith.” 

The conference was completed with 
an inspired talk on expectations of the 
immediate future by Vice-president Eric 
G. Johnson. 





Weingarten Agency Holds 
Tenth Anniversary Party 


Lewis E. Weingarten, general agent 
of Fidelity Mutual Life in Brooklyn, 
commemorated his 10th anniversary with 
an agency party at Toots Shor’s in New 
York City. On hand from the home 
office were President E. A. Roberts; 
Glen Stearns, assistant manager of agen- 


cies, and Evans, underwriting 
officer. Arthur Sullivan, Onnie Capps, 


and Jerry Drexler, New York general 
agents, were guests. Mr. Capps acted 
as toastmaster. 

Speakers included Mr. Evans, Lou 
Lehman of the Weingarten agency, Mr. 
Sullivan, Rita McCaffrey of the Fidelity 
Mutual staff in New York, Mr. Drexler, 
Mrs. Weingarten and the Weingartens’ 
two daughters, Harry Berkowitz, who 
presented Mr. Weingarten with a gift 
from Mr. Weingarten’s associates in 
the agency, and Mr. Roberts. 

Mr. Roberts said that high taxes are 
going to continue for a long time so that 
it will be impossible for a man to build 
an estate other than through insurance. 
Agents still have a big job of selling to 
do, he said. 








WANTED—Experienced ane office supervisor 


for group hospital and disability department of ° 


established legal reserve company to handle 
records, policy issuance, underwriting, cor- 
respondence, and assist group department sales 


manager. Write, giving full details, to C. A. 
Sammons, President, Teeaeve Life Insurance 
Company, Dallas, Texas. 








JOHN T. BERNERT 
Pittsburgh, Penna. 


ROBERT R. BURTNER 
Harrisburg, Penna. 


FRED M. COLWELL 
Wichita, Kansas 


E. F. GOODRICH 
Topeka, Kansas 


DONALD E. ISAACASON 
Red Oak, lowa 


J. E. KNOFLICEK 
Nebraska City, Nebr. 


CARL LUTZ 
Fairbury, Nebr. 


WILLIAM H. McCAIG 
Topeka, Kansas 


W. L. MOSGROVE 
Genoa, Nebraska 
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We Salute... 


To these nineteen members of our field 
organization who have been awarded the dis- 
tinction of receiving the 1949 National Quality 
Award, we extend our sincere congratulations. 


EDGAR P. NISPEL 
Fairbury, Nebraska 


GORDON G. NORVELL 


Spender, lowa 


JAY OVERHOLSER 
Chicago, Ill. 


REES L. RICHARDS 
Norfolk, Nebr. 


JOHN F. SMITH 
Omaha, Nebr. 


RUSSELL E. SNYGG 
Grand Island, Nebr. 


JOHN S. SPENCER 


Topeka, Kansas 


CHARLES M. STEWART 
Grand Island, Nebr. 


FORTUNE A. SULLO 
Jackson, Michigan 


ANTHONY WESTRATE 
Chicago, Illinois 
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WILLIAM ELLIOTT, President ° 





Given competitive rates and plans, . 
along with the utmost in service and 
security to his clients, an agent is 
entitled to expect from his Company 
.....a fair and liberal contract which 
will give him a permanent and vested 
interest in the business he writes. 
This Company believes in and offers 
these things ..... its exceptional 
progress is evidence of this belief. 


Independence of action is fundamental to the American Agency System. 
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INSURANCE COMPANY © PHILADELPHIA 7, PA. 


Established 1906 
BERTRAM S. BALCH, Superintendent of Agencies 
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THE COMPANY BACK OF THE CONTRACT 





LM CLAIMS 


“Biggest”... best’... "smallest... “least”... 
superlatives and qualifying words may distort 
the over-all viewpoint... throwing the composite 
picture out of focus. 


Complete appraisal of any life insurance 


institution requires the evaluation of many factors. 


The company’s history, objectives, financial 
position, policy provisions... these and other 
basic points must be considered. 


An analysis of Fidelity will indicate a 
well-balanced company. 


The 
FIDELITY MUTUAL 


LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA « PENNSYLVANIA 
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Money | | Matters | 


Co 


Brokers and Surplus Writers who deal with Prudential's DOWN- 
TOWN AGENCY know that full First and Renewal Commissions 


are guaranteed on each case. 


There are no volume, no quota requirements. The salesman is paid 
for exactly what he produces. In all cases commissions are paid 
promptly (usually on the day the premium is received) and con- 
tinue as long as they are due, whether or not the writer stays in 
the business. Even if he dies, they are paid to his estate. 


Brokers and Surplus Writers tell us our system of paying commis- 
sions daily is tops. It reduces their work in keeping track of unpaid 
premiums and commissions and guarantees them the full benefit 


of their production. 


BROKERAGE SPECIALISTS 


and Henderson, Managers 
Downtown Agency 


The Prudential Insurance Company of America 








Wall Street 
Floor No. 
Digby 4-00 





For More and More 
Profits Make 
Eubank—Henderson 
Partners for Life 
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LIFE AGENCY CHANGES 





State Mutual Appoints 
Wright at Kansas City 


State Mutual Life has appointed 
Gerald J. Wright to be general agent 
at Kansas City for 
Kansas and west- 
ern Missouri. Mr. 
Wright has been 
with Provident 
Mutual at Kansas 
City for more than 
four years. He was 
in the army from 
1942 to 1944. Be- 
fore the war he 
was engaged in 
sales work. 
brother is 
mond T. Wright, 
Provident Mutual, G. 
Lawrence, Kan., 
who is a trustee of the National Asso- 
ciation of Life Underwriters. 





J. Wright 





Merselis Succeeds Gray 
at Newark for Sun Life 


Fred W. Merselis has been appointed 
manager for Sun Life of Canada at New 
Haven, Conn., succeeding C. Nelson 
Gray, who is retiring from active duty 
on account of ill health after 25 years 
with the company. 

Following his graduation from Raw- 
lings College, Mr. Merselis joined Sun 
Life in New Jersey in 1928. He was 
named manager at Newark in 1937, as- 
sistant manager in 1941,.and manager 
at Columbus in 1944. A year ago, he 
was appointed manager at St. Louis. 

Mr. Gray has ben with Sun Life since 
1924, in the early days as group man- 
ager and assistant supervisor at the 
head office., He has served at Chi- 
cago, Newark, Providence, Cincinnati, 
Wilmington and New Haven, at the 
latter as manager since 1940: 





Lloyd Joins Guarantee 


Trust as Ga. Manager 


W. A. Lloyd, formerly president of 
United National of Atlanta, has ‘been 
appointed Georgia state manager for 
Guarantee Trust Life of Chicago. Mr. 
Lloyd entered insurance 24 years ago 
as an agent for Hartford Accident. He 
later joined International Assurance 
Society of Georgia, and when that com- 
pany Jater combined with a stock com- 
pany to form United National of At- 
lanta, Mr. Lloyd was elected president. 


Prudential Names Bergbauer 
to Chicago Group Post 


Fred N. Bergbauer has been ap- 
pointed home office representative for 
group annuities in the Chicago regional 
office of Prudential. 

Mr. Bergbauer joined Prudential in 
1933. He was in home office group ad- 
ministration from 1940 until 1947 when 
he was appointed group annuity service 
representative. He is an army veteran. 





Prudential Moves Landgraf 


Herbert C. Landgraf, Prudential, has 
been appointed district manager of the 
Oshkosh office. He succeeds Peter C. 
Zimmer, who has been promoted to 
agency director in the Milwaukee re- 
gional office, Mr. Landgraf joined 
Prudential in 1930, and for the past 14 
years he has been assistant district 
manager of the Sheboygan office. He 
has ‘held office in Sheboygan and the 
Wisconsin associations. 


Trierweiler to Franklin 


e 
Louis G. Trierweiler has been named 
district manager at Aurora, IIl., for 
Franklin Life. He was formerly with 
Minnesota Mutual there. He is a mem- 
ber of the Illinois Round Table. He 
is a noted amateur golf player. 





Pacific National Adds 
Two Cal. General Agents 


Pacific National Life of Salt Lake 
City is expanding its operations on the 
west coast. Kenneth W. Cring, superin- 
tendent of agencies, has just recently 
returned from an agency trip. He has 
appointed Holly Sumner Insurance 
Agency, general agents at San Diego; 
W. R. Rollins, general agent at San 
Francisco. Pacific National now has 
six general agencies in California. An- 
other appointment recently made was 
that of V. W. Bentley as general agent 
at Salt Lake. He was formerly with 
American National at Denver and Salt 
Lake. 

Fred H. Massey has been appointed 
general manager for the life and accident 
department of Citizens Underwriters, 
Inc., which represents Pacific National 
as general agents in Utah, Idaho and 
Colorado. Mr. Massey was formerly 
agency supervisor at the home office of 
Constitution Life of Los Angeles. 

For the first six months production 
of Pacific National was 30% ahead of 
the same period last year, and insurance 
in force now stands at $66 million. 





Postal Life Names Hamill 
Rochester General Agent 


Postal Life has appointed James H. 
Hamill general agent for Rochester, 
N. Y., and vicinity. 

Mr. Hamill is a 
graduate of the 
University of Roch- 
ester and served in 
the air force as a 
lieutenant. He en- 
tered the insur- 
ance business three 
and a half years 
ago and made such 
rapid strides that 
in 1948 he organ- 
ized his own 
agency with offices 
in the Granite 
building where he 
is presently located. 





James H. Hamill 





Bankers National Appoints 
Morris G. A. at Newark 


Bankers National has named Arthur 
P. Morris general agent at Newark. 
Mr. Morris has been assistant manager 
for Home Life at Newark. This is the 
first Bankers National agency in the 
Newark area. The office will be located 
at 14 Park place. 

As president of the Northern New 
Jersey Association, Mr. Morris. or- 
ganized the New Jersey Quarter Million 
Dollar Round Table and fostered the 
New Jersey agent’s qualification bill, 
which went into effect this year. He 
was president of the Newark Junior 
Chamber of Commerce last year and 
has been state secretary-treasurer and 
vice-president of this body. 





Guarantee Mutual Names 
Johnson at Indianapolis 


Grant O. Q. Johnson has been ap- 
pointed eastern territorial representa- 
tive and Indianapolis general agent for 
Guarantee Mutual of Omaha. He has 
been Indianapolis manager for Mutual 
Life of New York, for whom he came to 
Indianapolis from Omaha six years ago. 
He is a C.L.L 





Talley Wilmington Manager 


Lewis H. Talley, assistant agency 
manager at Wilmington for Equitable 
Society has been promoted to manager 
there succeeding O. D. Collins who is 
leaving his post because of ill health. 
Mr. Collins will continue as associate 
agency manager. 

Mr.. Talley, who joined the company 
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91 years ago, was installed by second 
vice-president Alvin B. Dalager. He 
held an administrative post at the 
agency for six years before becoming 
an agent in 1934. 





Krekorian Worcester G. A. 


Mutual Trust Life has appointed 
Arthur J. Krekorian, an agent at Bos- 
ton, general agent at Worcester, Mass. 
He replaces the late Jack Hawkins. He 
has been with Mutual Trust since 1932, 
except for army duty during the war. 


Corwin Toledo Manager 


Edward G. Corwin has been ap- 
Riese agency manager of Jefferson 
National at Toledo. He was in the 
ministry 24 years, and was most re- 
cently a division manager with Sears, 
Roebuck & Co 


Ellis to Jefferson Nat'l. 


| Jefferson National Life has appointed 
| Lloyd V. Ellis, Jr., agency manager at 
Carrollton, 

Mr. Ellis was formerly with Farmers 
& Traders Life both as a personal pro- 
ducer and as general agent, having 
written more than $500,000 his last nine 
months with that company. 





Farmers & Bankers Names Carter 


John M. Carter has been appointed 
supervisor of the home office general 
agency of Farmers & Bankers, Wichita. 
Previously Mr. Carter ‘had been as- 
sistant manager for Prudential in Wich- 
ita, and he had been with that company 
for 18 years. He is a C.L.U. 





Equitable Society has promoted to 
unit manager, Robert F. Bowen, Hemp- 
hill agency, San Francisco, and Capers 
F, Smith, Johnson agency, Atlanta. 





Homesteaders Life of Iowa has been 
admitted to Oregon. 





COMPANIES 


Pacific Mutual Introduces 
New Sales Plan at School 


Pacific Mutual Life recently concluded 
a series of five advanced training schools 
for 280 field representatives. The classes 
were designed to review the company’s 
new savings plan. A social security 
service kit and a simplified program- 
ming process also were released and dis- 
cussed. The company’s commercial ac- 
cident and sickness department intro- 
duced its new service program. This 
material is designed to be coordinated 
with the basic savings plan around 
which the company builds its prelimi- 
nary field training. 

Schools were conducted in Greens- 
boro, N. C.; Highland Park, IIl.; Okla- 
homa City; Coronado, Cal.; and Feather 
River, Cal. In each instance, the five- 
day program was conducted by Pacific 
Mutual’s field director, Alexander A. 
McLeod, with the cooperation of Wil- 
liam A. McGurn, assistant field direc- 
tor, and S. L. Stratton, accident and 
health sales supervisor. 


Brown Heads Indianapolis 
Center for Prudential 


Prudential has opened a_ regional 
headquarters at Indianapolis under Con- 
ger Brown, director of agencies. The 
office will direct 26 district offices in 
Indiana, Ohio and Kentucky. Mr. Brown 
will be assisted by J. M. Bayley and H. 
P. Rogers, regional supervisors. 


$90 Million in 6 Months 


Issued business of $90,868,000 in the 
first half of 1949 enabled Franklin Life 
to register a net gain exceeding $50 
million. The company has more than 
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PROGRESSIVE 


Management 


With its adaption of the famous field- 
tested plan developed by the Life 
Insurance Agency Management Asso- 
ciation, the Life & Casualty Company 
not only provides security for your 
prospects, but also security for you. 
You have a complete program 
ready for your clientele. 
insurance that can be 
programmed to pro- 
tect a whole family. 
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lt Makes Sense 


® There’s a difference between offering a pros- 
pect something he needs and something he 
wants. Most people need life insurance, but 
practically everyone wants security. That’s why 
this unique new 72-page book makes a lot of 
sense. 


@ It makes people want something they need. 


= How? By dramatizing the story of a typical 
American family, their dreams and ambitions, 
the problems they face ... with specific ideas 
for solving them. Readers tell us that it is the 
most stimulating, practical approach to family 
financial matters they’ve ever read. 





@ While its sales value is limited to Mutual 
Benefit underwriters, we'll be glad to send you 
a copy with our compliments. Address your. re- 
quest to the Director of Public Services. 


THE MUTUAL BENEFIT 
LIFE INSURANCE COMPANY 


ORGANIZED IN 1845 Fe) NEWARK, NEW JERSEY 
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Carefully considered, deftly built 
Reinsurance is an underwriting must. 
For wholly satisfactory service, an 
Employers contract will please you. 


Let's start negotiating—now. 


os yeloyers 
ppeemunnes 
orzoration 


KANSAS CITY 


NEW YORK CHICAGO SAN FRANCISCO LOS ANGELES 











IT’S TO YOUR ADVANTAGE! 


to use our Wide Facilities and Excellent Service 


PARTICIPATING and NON-PARTICIPATING PLANS 
STANDARD and SUB-STANDARD RISKS 


INCOME LOW TERM RATES on 1, 5, 
10, 15-year and 5-Year Re- 


DOUBLE FAMILY 
BENEFIT ($20 monthly in- 
come per $1000) 


PENSION TRUSTS—with Life 
Insurance or 100% on De- 
ferred Annuities 


MORTGAGE REDEMPTION 
PLANS — geared to F.H.A. 


newable Term Plans 


INSURANCE ON SELECTED 
DIABETICS 


UP TO $200,000 SINGLE PRE- 
MIUM on Life, End. and 
Annuity Plans 

FAMILY INCOME TO AGE 65 
—also regular 10, 15 and 20- 
year F.I.B. 


FOREIGN TRAVEL and RESI- 
DENCE COVERAGE 


INSURANCE IN FORCE 1,143 MILLION DOLLARS 


(Including Deferred Annuities) 











ASSETS 366 MILLION DOLLARS 


MANUFACTURERS 
INSURANCE Li FE COMPANY 


BEAD OFFICE © TORONTO, CANADA 











doubled its size in the last three years, 
and a campaign is now in progress 
throughout the Franklin’s 40-state op- 
erating area to attain the $775 million 
mark by year-end. Annuity sales re- 
flected a 32% increase over last year, 
indicating a continued vast reservior of 
funds available for_purchase of life and 
savings contracts, President Charles E. 
Becker said. Assets increased during 
the period by $9 million bringing total 
resources to almost $134 million. 


Van Goldman Agency Shines 
in Prudential Campaign 


The La Salle ordinary agency of Pru- 
dential at Chicago approached the $2 
million mark in sales during the anni- 
versary month campaign. A. Van Gold- 
man, agency head, was notified by the 
home office that the accomplishment 
was particularly noteworthy, not only 
because of the large volume, but be- 
cause it was attained under ‘unusually 
strict qualifications. Vincent T. Filip- 
pini led in sales with Samuel R. Wenk 
placing second. 


Security Mutual Increases 
Employe Suggestion Awards 


The home office of Security Mutual 
Life adopted an increased award plan 
for its suggestion system. An employe 
may now receive 10% of the first year’s 
savings resulting from the adopted sug- 
gestion, plus a flat award ranging —_ 
$5 to $50. Previous top award was $25 
Senior and junior officers of the com- 
pany are not eligible under this system. 
The plan is administered by a junior 
advisory board of the company. 

It was also made known that em- 
ployes maintaining perfect attendance 
records would be entitled to a maxi- 
mum of four bonus days each year. Two 
of these days may be added to vacation 
and the balance taken at other times. 
This is a modification of a previous 
plan and it affects nearly 150 home 
office employes. 


Plan Ohio Natl. Addition 


Construction will begin shortly of a 
four story addition to the home office of 
Ohio National at Cincinnati. The base- 
ment will be used for housing mechan- 
ical equipment, the first floor for shop 
and paint rooms and file and supply 
storage. The second floor will be occu- 
pied by punch card and other mechani- 
cal work sections; the third floor will 
be used for expansion of clerical activi- 
ties and also contain a nurse’s office 
and rest rooms. The fourth floor of the 
addition will be used for a kitchen and 
dining room, with a cafeteria serving 
counter and seating capacity of 200. 
The roof of the new building will be 
designed for recreational activities. 


Carolina Joins A.L.C. 


Carolina Life has joined 
Life Convention. 
has 225 member companies. Carolina 
Life had assets of $15,600,572 on Dec. 
31, and $173,551,183 in force, $34,216,- 
212 of this ordinary, the rest industrial. 











American 





Colonial Life Convention 


Colonial Life will hold its convention 
at the Hotel Statler, Washington, D. C., 
on Sept. 28-30. A turnout of more than 
150 is anticipated. 


National Life of Iowa will celebrate 
its 50th anniversary next October. A 
golden jubilee celebration will be held 
at the home office Nov. 7-8. 








Name Gorman Successor 
WASHINGTON — Marcus A, Hol- 


labaugh may be named to succeed 
Manuel Gorman as chief of the special 
litigation (which includes insurance) 


section, Department of Justice. Mr. 
Hollabaugh has been serving as assist- 
ant chief of the section for some time. 
Mr. Gorman has gone with Life Insur- 
ance Assn. of America. 


The organization now: 


COMPANY MEN 


State Mutual Opens K. C. 
Group Unit Under Heneage 


State Mutual Life has appointed John 
H. Heneage as group department home 
office representative for Kansas, Mis- 
souri, Nebraska, Oklahoma, Arkansas 
and western Iowa. He will be in charge 
of a new group office at Kansas City. 
He graduated from Dartmouth in 1940 
and then was with Beacon Oil Co. at 
Boston. He was a marine during the 
war. He went to State Mutual group 
department in 1946. After 10 months 
in the home office he was transferred 
to Chicago which he leaves to take over 
his new assignment. 


Jefferson Standard Ups Two 


Jefferson Standard Life announced 
the home office promotion of James A. 
Brittain to agency assistant and Rob- 
ert E. Haynes to manager of the rein- 
stating division. Mr. Brittain was 
cashier of the Asheville branch before 
his transfer to the home office agency 
department in January, 1949. Mr, 
Haynes was cashier of the Birmingham 
branch. 








Leroy Long has been appoined agency 
assistant by Equitable Society. He joined 
the agency department in 1929 and was 
an assistant cashier at Albany before 
returning to the home office where he 
was in the field expenses division be- 
fore his present appointment. 


ACCIDENT 


Issues A. & H. Bibliography 
Containing 150 Items 


Bureau of A. & H. Underwriters has 
put out a bibliography of more than 150 
books, pamphlets, papers and _ tables 
having relation to A. & H. insurance. 
Many are books or pamphlets published 
in 1948. 

It covers these broad categories: Gen- 
eral, underwriting and claims, legal as- 
pects, premiums and reserves, reinsur- 
ance, statistics and accounting, sales and 
agents’ training, public relations, regu- 
lation, social insurance, and periodicals. 


Life Field Is Closed 


In an opinion that was requested by 
Educators Mutual of Lancaster, the 
Pennsylvania justice department has 
ruled that mutual casualty companies in 
the & H. field are not permitted 
under the Pennsylvania laws to amend 














their charters to engage in the life in- | 


surance business. 


120 Day Limit Given 


PETOSKEY, MICH.—Dr. R. L. 
Nory, Detroit, president of Michigan 
Medical Service, announced at_ the 
Michigan health service convention of 
Blue Cross organizations here, that his 
group and Michigan Hospital Service, 
plan to liberalize their non-surgical 
hospital care benefits. Members will 
be allowed 120 days such care, starting 
Sept. 1, compared with the present 
30-day limitation. 








American Surety Life of Marshall, 
Tex., has been licensed to write life an 
A. & H. in Oklahoma. Try Slaughter 
of Oklahoma City is general agent. 


Salt Lake C.L.U. Elects 


J. Webster Jones, Business Men’s 
Assurance, has been elected president 
of the Salt Lake City chapter of C.L.U. 
He succeeds Oliver L. Richards, Metro- 
politan. Vice-president is Earl L. Maw, 
Equitable Society, and F. L. Maxwell, 
New York Life, is secretary. Mr. 
Richards and Mr. Maw were chosen 
delegates to the society’s western region 
meeting Oct. 27-28 at San Francisco. 
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NEWS OF LIFE ASSOCIATIONS 





W. Va. Trains Leaders 
At Charleston Gathering 


The annual leadership training pro- 
gram session at Charleston was attend- 
ed by representatives of 90% of West 
Virginia local associations. Allen Green- 
spon, Equitable Society, president of 
the Charleston Assn. presided. In- 
structors were Dusty Rhodes, Provident 
Mutual, Bluefield, president of the state 
association; W. O. Cofer, Metropolitan, 
Parkersburg, state secretary-treasurer, 
and Mr. Greenspon. 

W. W. Wray, John Hancock, Charles- 
ton, described L.U.T.C. and C.L.U. 
classes in the state. D. E. Templeton, 





Jefferson Standard, Bluefield, state 
publicity chairman, also spoke. 
Little Rock—New officers are: Presi- 


dent, N. B. Weese, Lincoln National; first 
vice-president, Al Ostedgaard, Aetna 
Life; second vice-president, Earl F. Ran- 


kin, Equitable Society, and secretary- 
treasurer, C. E. Hayes, Union Central 
Life. 


Emporia—Clyde O. Braden, Equitable 
Society and president of Kansas Life 
Underwriters Assn., Independence, Kan., 
was guest speaker. He was in Emporia 
to conduct the Kansas Leadership Train- 
ing School for local association officers. 
A meeting of the officers and directors 
of the state association was also held 
for the approval of committee appoint- 
ments and adoption of the year’s pro- 
gram. 

Athens, Ga.—Richard Bloodworth is 
the new president; H. B. Higginbotham, 
vice-president; R. P. Dobbs, secretary, 
and C. M. Ridlehuber, national commit- 
teeman. 

Springfield, Ill.—L. U. T. C. courses will 
begin in October at Springfield Junior 
College. Chairman of the local com- 
mittee is Harold A. Meyer, John Han- 
cock. 

Owensboro, Ky.—The Green River as- 
sociation has elected E. A. Fish, Owens- 
boro, president; John K. Sunn, Calhoun, 








vice-president, and Ralph D. Stinson, 
Owensboro, secretary. National quality 
awards were presented to six members. 





Watertown, N. Y.—George T. Maher 
has been reelected president of the 
Northern New York association. Vice- 


president is Harold J. Reynolds; secre- 
tary, Bainbridge Eager. 

John D. Barnard, Metropolitan Life, 
presented national quality awards. 

cast Liverpool, O.—New officers are 
Dan McCue, Metropolitan Life, presi- 
dent; Howard Tice, vice-president; Ken- 
neth Gilmore, secretary. 

Harrisburg, Pa. New officers are: 
President, A. F. Tripp, New York Life; 
vice-president, Carl E. Bechdel, Fidelity 
Mutual Life; secretary, John J. Gal- 
lagher, Provident Mutual Life; directors, 
B. L. Daniels, State Mutual; G. F. Hulse, 
Continental American; D. \P. Baker, Penn 
Mutual; R. S. Trullinger, New England 
Mutual; H. R. Lindenberger, Ohio Na- 
tional; H. L. Smith, Northwestern Mu- 
tual; Q. Rice Cowman, Equitable Life of 
lowa; J.. P. Bissett, Northwestern Mu- 
tual; M. L. Nace, Aetna Life. 

Madison, Wis.—New officers are Wil- 
liam C. Gobel, manager Central Life of 
lowa, president; J. Don Hanesworth, 
New York Life, vice-president; Carl J. 
Homann, general agent for Mutual Trust 
Life, secretary, and Ray J. Dean, agency 
supervisor of Bankers Life, treasurer. 

Benton Harbor, Mich.—Elden Smith 
has been elected president of Twin City 
association (Benton Harbor and St. Jo- 
seph), succeeding Dirk L. Brink. Vice- 
president is Dave Tyner; secretary, Har- 
old Rhinehart. Ted McClintock, vice- 
president of Fidelity Life, Health & 
Accident of Benton Harbor, presented 
quality awards to three agents. 

Bay City, Mich.—New president is 
Chester Brunette, Western & Southern 
Life; vice-president, Floyd Socia, Equi- 
table Society; secretary, Fred V. Neuman, 
Massachusetts Mutual. 

Indianapolis—New officers elected are: 
J. R. Jones, John Hancock, president; 
Henry J. Peirce, Massachusetts Mutual, 
and John W. Cox, Metropolitan, vice- 
presidents; Mrs. Marion Hull, Mutual 














persistency. 


Helena 


R. B. Richardson 
President 








Client Satisfaction— 


through a wide range of policy contracts (both par 
and non-par) that do a complete job—with generous com- 
pensation to Fieldmen who write business of at least fair 


This—in a nut shell—is the Western Life agency 
story that appeals to independent-minded underwriters. 


A few openings for general agents in California, 
Oregon, Washington, Montana, Idaho, Utah, Nevada. 


WESTERN LIFE 


INSURANCE COMPANY 
Since 1910 


Assets Over ..........eeeeeee ees 35,000,000 


Insurance in Force over..... 


Benefit, secretary; Paul M. Williams, 
Aetna Life, treasurer. New members of 
the board are James E. Bettis, Berkshire 
Life; Alvin Cogan, New York Life; Mr. 
Cox; Leon Lawhead, State Mutual; 
Ralph York, Equitable Society, and 
James Brown, Northwestern Mutual. 











MANAGERS 


T. E. G. Greenlund Is New 
President at Harrisburg 








Montana 


160,000,000 


Lee Cannon 
Agency Vice President 
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Frank F. Weidenborner, agency vice- 
is on a 
month’s visit to west coast agencies, ac- 
companied by Daniel J. Lyons, second 
vice-president. They will conduct agency 
meetings at Seattle, Portland, San Fran- 


president of Guardian Life, 


cisco and Los Angeles. 


The Harrisburg (Pa.) General Agents 
& Managers Assn. has elected as presi- 
dent T. E. G. Greenlund, Penn Mutual 
Life; vice-president, E. L. Bragdon, 
Minnesota Mutual; secretary-treasurer, 
George F. Hulse, Continental Ameri- 
can. Directors are John L. Tivney, Na- 








Two Fathers Has He, 


and I’m one of them! 


I give clients a lot of service, but | was frankly 
stumped when one told me, “Bill, I‘d like you to be- 
come a father next Tuesday!” 


Then light dawned. He 
said I’d shown so much in- 
terest in his kid’s future 
that he’d like me for god- 
father. | don’t mind ad- 
mitting | felt good. 

Well, Protective Life 


showed me the way, but 
I’m the papa. Have a cigar! 


GENERAL AGENCY 
OPENINGS IN TEXAS, 
KENTUCKY, NORTH 
CAROLINA, MISSISSIPPI 


Write Today 
for Information 


| PROTECTIVE LIFE 


| group life insurance, hospitalization and 
| surgical benefits, and a SPECIAL CASH 
| BONUS FOR PERSISTENCY. 


| Our: Training Plan—Includes continuous 





is a real career 


Our Compensation Plan—Includes liberal 
first-year and renewal commissions, 
vested renewals, lifetime service commis- 
sions, non-contributory retirement plan, 


office and field training in successful 
sales methods, consisting of a 5-point 
learn-as-you-earn program. 


A Complete Line of Policy Contracts 


Personal Relationship—Agency opera- 
tions are exceptionally flexible so that 
we can do things the way you want 
them done. 


Interested?—Write today for details. 








PROTECTIVE LIFE 


INSURANCE 
William J. Rushton, President 


BIRMINGHAM 





COMPANY 


ALABAMA 


Serving the South Since 1907. Insurance in force $344,000,000 
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IN 21 STATES 





American United is licensed to operate in 21 
States. That gives us a desirable geographical 
distribution of risks. That’s an advantage of big- 
ness. Assets of over 80 million dollars affords the 
opportunity of diversified investments. That, too, 
is an advantage of bigness. American United was 
established in 1877 . . . old enough to have 
‘weathered booms and depressions, old enough to 
have experience and stability. Yet, American 
United is small enough to be a small company. 
Small enough not to have lost touch with its 
agents and policyholders. Small enough to call 
people by their first names, and be called by first 
names in return. We think this is an ideal situation. 











AMERICAN UNITED LIFE INSURANCE COMPANY 
HOME OFFICE, FALL CREEK PARKWAY AT MERIDIAN ST. 


INDIANAPOLIS, INDIANA 





























A REAL OPPORTUNITY 
IN PUERTO RICO 


A General Agency of an American Combination Life 
Insurance Company is seeking as Manager a Spanish- 
speaking agency man, between the ages of 30 and 40, 
who has had a successful record as at least an Assist- 
ant Manager or Supervisor, preferably in the Com- 
bination Life Insurance Field. 


A satisfactory salary, plus participation, with a very 
promising future will be offered to the right man. 


Please furnish detailed information as to education 
and experience. Address V-10, The National Under- 
writer, 175 W. Jackson Blvd., Chicago 4, Illinois. 














tional Life of Vermont, and B. Carl 
Wharton, Fidelity Mutual Life. 





Shreveport Managers Elect 


Shreveport General Agents & Man- 
agers Assn. has elected John Sullivant, 
Equitable Society, as president; D. 
Ecker, National Life & Accident, vice- 
president, and W. J. Schergens, "Aetna 
Life, secretary. 


Newark Agency to Luncheon 


Edward C. Jahn, Newark general 
agent for Connecticut Mutual, will be 
host to members of the agency’s “Lead- 
ers Club” at a luncheon on July 18. 
Karl R. Ottesen led the agency last 
month in paid for business, and Joseph 
A. Spencer, Jr., led in paid for cases. 


Amarillo Club Names Curry 


Amarillo, Tex., Managers & General 
Agents Club has elected Virgil E. Curry, 
American General Life, as president, to 
succeed B. B. Williams, State Farm Life. 
Other officers are Walter Rummerfield, 
Prudential, first vice-president; Mel 
Kruse, Great National Life, second vice- 
president, and Herman Ford, South- 
land Life, secretary-treasurer. 


Ft. Worth Hears P.R. Talk 


The Ft. Worth Life Managers & 
General Agents Club heard a talk on 
public relations and the Institute of 
Life Insurance film, “American Por- 





trait,” was shown. Lucian Willoughby 
was in charge. George MclIlheran, Great 
National, reported on the L.U.T.C 
course. ‘ 
Run Ot Election 

The manual part of the run_ off 
election between the UOPWA and the 
AFL union to determine which will 
represent Prudential agents in collec- 


tive bargaining with the company was 
conducted July 8. Mail ballots must be 
sent in by July 19. 

Some 14,500 agents are 
results will be tabulated in 
York regional office of national 
relations board July 26-27. 


voting. The 
the New 
labor 





North American Union Life Assurance 
Society will hold its annual golf tourna- 
ment on July 17 at St. Andrews Coun- 
try Club near Chicago. 


Franklin Life Has $20 Million June 





More than $20 million of new sales 
during June were recorded in a birthday 
tribute paid by field men of Franklin 
Life to J. V. Whaley, vice-president and 
director of agencies. The production 
brought insurance in force over the $700 
million mark, one of the goals of the 
contest. 

The campaign was staged around a 
baseball theme—“Whale ’Em Out for 


J. V. Whaley.” Cash prizes were offered. Mr: Whaley. 


RECORDS 


National Life of Vermont new busi- 
ness for May totaled $8,227, ‘o an in- 
crease of $1,685,466, or 25.7%. he Wells 
agency at New York City was the leader, 

Midland Mutual’s paid-for business for 
the first five months of 1949 was 21.1% 
ahead. The net increase in insurance in 
force for the period is 25% ahead. 

Great-West Life’s paid business in 
June reached a new high of over $16 
millions, 14% ahead of the 1948 figure, 
Paid business for the first six months 
of 1949 totalled $118,700,000, a gain of 
almost 20% over 1948, and represents the 
largest six months production in the 
company’s history. Chicago is the lead- 
ing branch with a half year total of al- 
most $14 millions, followed by Winnipeg, 
California, Vancouver and Toronto One, 

A gain of $45,158,174 in insurance in 
force was recorded by Jefferson Standard 
Life in the first half of the year. Total 
in force at June 30 was $865,883,450. 

Manhattan Life enjoyed a record vol- 
ume of June business, both submitted 
and issued. Submitted business totalled 
$4, or 7 and policies issued amounted to 
$4,340,672, new June highs in the 99-year 
ios of the company. 

On the day of its 70th anniversary, 
June 30, the salesmen of Bankers Life of 
Iowa submitted $2,627,179 of new busi- 
ness. The 324 salesmen sold an aver- 
age of over $8,100 during this special 
one day drive. 

Columbus Mutual Life paid for pro- 
duction for the + six months was 
$13,821,003 and the gain in insurance in 
force was $8,875,66 65." Submitted business 
was 82% ahead of last year. Produc- 
tion has been spurred by the sales pro- 
gram launched late last year. This em- 
braces colorful and complete presenta- 
tion folders known as the Accumulator 
and the Home Protector, and a direct 
mail plan which is producing an aver- 





age return of 5% and which includes a | 
meetings are | 


new gift letter. Monthly 
being held in .key cities conducted by 
home office men and eee agents. 


cnet mine New H. °. 


Commissioner M. O. Allen, of Ten- 
nessee, was speaker at the official dedi- 
cation of the new $450,000 home office 
building of Universal Life of Memphis. 
The occasion also marked the 25th anni- 


versary of the Negro life company. Mr, | 
Allen was introduced by Dr. J. E 
Walker, president of Universal. 
St. Paul C.L.U. Elects 

Warren W. Lundgren, Northwestern 


Mutual Life, is the new president of the 
St. Paul chapter of C.L.U. Dean H. 
Field, Prudential, is vice-president, and 
Alan D. Harmer, Minnesota Mutual, 
was reelected secretary. . 


Wis., won 
first prize; L. Morgan, Pueblo, 
Colo., was second, and Paul J. Engel- 
meier, Springfield, O., won in number 
of junior insured savings plan sales. 

Franklin sales for the first six months 
of 1949 show a 12.2% increase over the 
same period of 1948. 

In the picture, Charles E. Becker, 
president of Franklin Life, congratulates 


ORE: SS Warren, Janesville, 
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TOTAL PREMIUMS AND CONSIDERATIONS 
Group and Group Accident 
Year Wholesale Life Group Annuities and Healt Total 
GOO acces sek8 - $458,500,000 $538,400,000 $385,600,000 $1,382,500,000 
SOE oc52acaeee 402,000,000 449,500,000 306,200,000 1,157,700,000 
POAG. x ccwalesie ene 339,800,000 346,800,000 228,700,000 915,300,000 
BO ics oe ee asa 311,500,000 300,600,000 215,000,000 827,106,000 
GROUP PERMANENT LIFE INSURANCE 
Total group life, included 
above, in force Dec. 31 un- No. of 
der policies providing part Issuing No. of No. of Total 
or all coverage on perma- Com- Master Individuals Amount of 
nent plans Year panies’ Policies Covered Coverage 
Level premium permanent 
WIGAN 665i 60's Ce cer. ese 1948 37 506 166,000 $ 549,500,000 
1947 27 287 90,000 358,900,000 
Plans involving accumula- 
tive purchases of single 
premium insurance with 
complementary term in- 
SGVMGR oc Hacctieee eeeius 1948 11 231 223,000 582,000,000 
1947 8 143 200,000 527,600,000 
Plans involving one-time 
purchases of single pre- 
mium insurance replacing 
term insurance at retire- 
SE RE 5 a Fe kc sh ceea tees 1948 5 14 178,000 781,900,000 
1947 3 11 141,000 442,200,000 
MRD, Rieke tite Swale eee eee. 1948 39 751 567,000 1,913,400,000 
1 431,000 1,328,700,000 


1947 3 4 A 
*Master policies and certificates providing more than one coverage were counted 
for each kind of coverage. 
**1947 figures include Alaska and Hawaii. 











interest bearing deposit; income for 
fixed period; life income with 10, 15, 
or 20 years guaranteed; and fixed in- 
come until proceeds with interest are 
exhausted. 


Standard of Oregon is making avail- 
able the retirement annuity, both an- 
nual and single premium, which was 
withdrawn in 1942. No medical exam- 
ination or inspection is required, Option- 
al retirement dates and the following 
settlement options are provided: life, 
refund, joint and survivor and joint 
and two-thirds survivor annuities; cash; 





Wm. Eugene Hays, New England 
Mutual Life general agent at Boston, 
has been appointed insurance section 
chairman of the 1949 United Community 
Services of metropolitan Boston. 








ose 


ANICO APPROACHES NEW OBJECTIVES ..... 


AS ANICO REPRESENTATIVE 
REACH NEW SUCCESSES 


The two go hand in hand. This is the way it was | 
planned. This is the way it works. 





ANICO representatives are given 


@ The finest contract possible— 

@ A comprehensive line of exceptionally fine policy plans— 

@ Modern and effective sales aids— 

@ Close cooperation from Home Office and District Agen- 
cies— 

@ Personal training and supervision 


Such a combination is designed to result in success | 
for the individual and the company. 


“You Grow with Anico” | 


AMERAGAN NATIONAL 


nwrance Company 










Anico builds sue- 
cessful men by 6 
providing all the 
factors needed to 
reach the peak in 
this profession. 














W.L. MOODY, JR.. PRESIDENT GALVESTON, TEXAS 








1 BILLION 800 MILLIONS OF LIFE INSURANCE IN FORCE 


LIFE INSURANCE EDITION 
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FRIENDLY 
COMPANY 
OF DISTINCTION 


PAUL I. BARKER 











CAREER 
FAMILIES 


MILTON E. BARKER 


General Agent Paul I. Barker and his brother, Milton 
Barker are brothers in name—and in business—with The 
Ohio National—a company that prizes many fine family 
relationships in twenty-six states. 





Throughout their association with The Ohio National 
both men have proved their ability to serve the best inter- 
ests of their clients and the institution they represent. 


AVM NATIONAL 











GENERAL AGENCY OPPORTUNITIES 
BROKERAGE BUSINESS ACCEPTED 


IE 


GIRARD LIFE 
INSURANCE COMPANY OF PHILADELPHIA 
Opposite Independence Hall 
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higher than the year before. When 
ordinary production in 1948 fell off from 
1947, how did management react? Like 
a mob bent on lynching, the order went 
out from almost all home offices to in- 
crease the field forces by 20% to 33%. 
Tear down the career life underwriters! 
Degrade the field forces! Hire and hire! 
Drive for brokerage! Get business ‘by 
any means, but get it!” 

The billions of insurance in force are 
of no significance to the impecunious 





The 
Heart of Fraternal 
Life Insurance 


Fraternal life insurance, as pro- 
vided by Royal Neighbors of Amer- 


ica, has a heart. For example: 
° 


In a small town in the far west a 
15-year-old girl was injured seriously 
when a motorcycle and truck col- 
lided. Because the accident involved 
a financial hardship on the girl’s 
family, the medical and hospital ex- 
penses whieh followed were paid by 
the Royal Neighbor camp of that 
community in the amount of 
$248.65. 

This assistance, given to a giri 
who was not a member of the so- 
ciety, graphically the 
fraternal principles that have been 
practiced by the members and camps 
of Roval Neighbors of America for 


exemplifies 


54 years. 


ROYAL NEIGHBORS 
OF AMERICA 


SUPREME OFFICE, ROCK ISLAND, ILLINOIS 





agent, Mr. Weissman said. He cannot 
take pride in these dazzling figures 
when his own earnings from life in- 
surance amount to perhaps $25 a week. 
The speaker saw the agent’s position 
becoming more and more difficult with 
no real increases in compensation dur- 
ing the inflationary period. Mr. Weiss- 
man maintained that sales of ordinary 
per agent have been decreasing steadily 
while group insurance volume has been 
expanding rapidly, and termed the great 
irony in the situation the fact that less 
than 2% of the agents earned commis- 
sions on group sales. 

The speaker indicated that if Congress 
investigated the agency system, it would 
find that the management of the life 
companies has, with only a few excep- 
tions, fought with all the sophistry of 
which it is capable to prevent the ac- 
knowledgment of the ordinary com- 
mission agent as an employe for social 
security purposes. Through the main- 
tenance of this fiction, life insurance 
presidents pretend that they have no 
responsibility for the welfare of their 
employes, he declared. 


Obsolete Social Philosophy 


“Congress would probably ask the 
presidents of the large companies to 
explain publicly something which they 
have never disclosed, the real reason 
why they are so bitterly opposed to 
acknowledging their agents to be em- 
ployes for social security purposes,” he 
stated. “Management knows, of course, 
that if it admitted the agent was an em- 
ploye, it would have to face squarely 
the significance of the obsolete social 
philosophy which it now maintains.” 

Mr. Weissman told ‘his hearers that 
maintenance of the “independent con- 
tractor fiction” has driven a wedge of 
tremendous proportions between man- 
agement and the field forces. The 
changed status of the agent, brought 
about as a result of altered company 
operations and practices, together with 
a modern concept of the employe as 
implemented by repeated judicial deci- 
sions, have given the death blow to 
the independent contractor status, he 
asserted. 

The speaker touched upon the treas- 
ury department ruling which Phoenix 
Mutual succeeded in obtaining to the 
effect that the company’s agents were 
not employes for social security, despite 
the earlier NLRB and U. S. circuit 
court of appeals ruling that salesmen 
of that company fell into the class of 
employes rather than independent con- 





AID ASSOCIATION 
FOR 


LUTHERANS 


Pertinent Statistics January 1, 1949 


LEDGER ASSETS 


INSURANCE IN FORCE. . 


BENEFITS PAID SINCE 
ORGANIZATION 


Over $105,000,000 
Over $462,000,000 


Over $ 49,000,000 


HOME OFFICE: APPLETON, WISCONSIN 


Mr. Weissman maintained that 


tractors. 
this ruling had thrown a road block 
across the efforts of N.A .L.U. to 


achieve fair play for the agents in con- 
nection with social security. He in- 
dicated that the great majority of life 
companies maintain positions which are 
no different, though less publicized, than 
that of Phoenix Mutual. 

“On the other hand, Congress would 
find that in the very same city of Hart- 
ford, the Connecticut General Life has 
become the 11th ordinary company to 
voluntarily make the benefits of social 
security available to its agents,” he in- 
dicated. “When it took this action, 
Connecticut General indicated a far dif- 
ferent social philosophy,” he said. Con- 
necticut General stated that the action 
was particularly important because of 
proposed increases in social security 
benefits, that another important result 
would be the tax advantages to the 
agent of a fully approved pension plan 
and that the establishment of employe 
status removes any question of an undue 
tax burden on the representatives at 
the time these company contributions 
become vested in them, the speaker re- 
counted. 

Mr. Weissman expressed the opinion 
that Congress and the public would be 
very interested in agents’ retirement 
plans. He indicated that except in those 
few instances where they have placed 
under social security as employes, ordi- 
nary agents will be confronted with a 
confiscatory income tax liability at the 
time of retirement. “For the most part, 
agents’ retirement plans are inferior 
plans | which do not vest before retire- 
ment,” he charged. “Few of them would 
ever be offered by the same companies 
to industrial employers, nor would en- 
lightened employers consider purchasing 
plans of such undesirable character. If 
a member of a congressional investigat- 
ing committee should inquire of one of 
our reputable company presidents why 
this situation exists, how he justifies 
such ‘business immorality, it would be 
very interesting to hear his defense,” 
Mr. Weissman stated. 


Need Bargaining Agency 


The speaker opined that Congress 
might even discover that ordinary, full- 
time commission agents have no such 
thing as a bargaining agency, even 
though free collective bargaining is as 
fundamental in American life today as 
freedom of speech and freedom of re- 
ligion. Ordinary agents have at present 
absolutely no way of dealing with man- 
agement, he declared. The problems 
affecting life insurance agents cannot be 
coped with by agents as individuals, yet 
management will not yield voluntarily 
its traditional power to deal with them 
as individuals, he said. 

Agents must have collective bargain- 
ing agencies so that they can deal with 
management on terms of equality and 
not as helpless individuals. Life under- 
writers must face squarely and coura- 
geously the fact that management will 
change its policies affecting agents only 
under legal compulsion, he declared. 
“When the public learns all this, when 
it learns that agents have no medium 
through which to deal with management 
in a dignified and affirmative manner, 
it will be amazed that of all people in 
America, life insurance agents should 


‘have been willing to accept these de- 


grading conditions,” he stated. 
The speaker continued, “Perhaps even 


Reid 15, 1949 
the tragedy of the C.L.U. movement 
will come into the open. It was or- 


ganized 22 years ago with the high 
hope of professionalizing life underwrit- 
ing. Completely enslaved and frustrated 
by the system, the movement has beaten 
itself against a stone wall. Even after 
22 years, the number of agents who 
are C.L.U.s is less than 1% of the full- 
time agents in the U. S. The movement 
has been helpless to cope with the 
degradation of the field forces. It has 
become the captive of management, re- 
ceiving ostensible support and financial 
subsidies from companies whose con- 
tinued practices make their support of 
the C.L.U. movement a mockery. The 
American Society of C.L.U. has nothing 
to say about the standards and prac- 
tices in the agency system. Instead of 
playing a role comparable to that of 
associations of lawyers, doctors, ac- 
countants and other professional men 
in their respective fields, its status is 
now that of an honorary society,” Mr. 
Weissman declared. 

The speaker charged finally that the 
social philosophy of life insurance man- 
agement, as evidenced by its admin- 
istration of the agency system is, with 
a few exceptions, the most reactionary 
to be found in any important economic 
institution in America. Every respect- 
able appeal to alter the system has been 
met with silent contempt and manage- 
ment spends the policyholders’ funds re- 
sisting the agents’ appeals for justice 
whether through the courts or before 
Congressional committees or before 
government bureaus. The time has come 
for the agents to bring their case before 
the American people,” he concluded. 





American Actuaries Attend 
Golden Anniversary of the 
French Actuarial Institute 


The 50th Anniversary meeting of In- 
stitut Des Actuaries Francais, held in 
Paris, was attended by a delegation of 
three from the United States, Edmund 
M. McConney, president of Bankers 
Life and of the Society of Actuaries; 
Arthur Hunter, former vice-president 
and actuary of New York Life and a 
Chevalier de la Legion d’Honneur, and 
David Harris of the actuarial department 
of Equitable Society. 

The actual 50th anniversary of the 
French Institut was in 1946, but cele- 
bration of the event was postponed to 
this year, because of the war. 

The American delegates were pre- 
sented to Vincent Auriol, president of 
the French Republic. M. Auriol spoke 
on the important part that life insurance 
plays in the national economy. 

On the second day, Mr. Harris pre- 
sented a paper on life insurance and re- 
cent real estate developments in the 
United States, dealing with income pro- 
ducing real estate held for investment, 
and the development of housing projects 
by insurance companies. 

The papers presented at the meeting 
were of special interest to the American 
actuaries as the life companies in Eu- 
rope invest their funds much more wide- 
ly than in the U. S. The French papers 
presented solutions of problems in re- 
gard to real estate which have not yet 
been faced in the U. S. Although rents 
are controlled in most countries in Eu- 
rope, the capital gains due to depreciat- 
ing currency have proved very profitable 
to life companies. 








MANAGERS WANTED 


Our U.S. expansion program is well under way— 
Manager's contracts are still open in Cleveland, Cin- 
cinnati and Toledo, Ohio and in Saginaw, Michigan. 


Enquiries welcome from experienced men. Confi- 
dential. Write E. M. Squires, Superintendent, Confed- 
eration Life Association, Toronto, Canada. 
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Aetna Regionnaires Hold 
Hot Springs Parley 


(CONTINUED FROM PAGE 1) 


icy forms for which have been stream- 
lined by cutting the number from 16 to 
eight. The new circular on_ business 
accident insurance, he reported, already 
has resulted in an important increase in 
production of policies covering key men. 

Turning to health insurance, Mr. Rog- 
ers pointed out major improvements in 
the weekly indemnity health policies and 
a redrafting of the sickness expense pol- 
icy to provide for minimum daily bene- 
fits that make possible its sale at a pre- 
mium lower than was formerly avail- 
able. 


Compares Cover to Wedge 





In a talk on “Selling Business Insur- 
ance,” G. Chapman, Jr., agency su- 
pervisor at Cleveland, pointed out that 
in most businesses rapid fluctuations in 
the cost of operation and sales volume 
produce “a very small difference be- 
tween profit and loss.” 

Business insurance, in addition to its 
many well-known advantages, “is usu- 
ally the wedge which separates costs and 
sales just far enough to make the busi- 
ness a profitable one,” according to Mr. 
Chapman. 


Speaking on “Selling Larger Pre- 
miums,” G. A. Lawton, assistant super- 
intendent of agencies, pointed out that 
the average premium per thousand had 
decreased some 28% in the last five 
years and expressed the belief that the 
individual salesman could curb this de- 
cline by a careful check of his sales 
operation. 

Contending there are four areas in 
sales process—specialized prospecting, 
close time control, consistent study to 
develop both knowledge and skill, and 
powerful motivation—Mr. Lawton em- 
phasized that a thorough analysis of 
these could direct the salesman in his 
efforts to increase his average premium. 

W. R. Cavanaugh of Detroit outlined 
a six-point program on “How To Be a 
Million Dollar Producer.” 


Formula Is Detailed 


The formula, Mr. Cavanaugh declared, 
is adequate knowledge of the life insur- 
ance business, an effective programming 
sales talk, mastery of business insur- 
ance, accurate time control and plan- 
ning, enthusiasm, and a great many 
closing attempts per interview. 

The first speech of the final business 
session was delivered by Bernard Fein- 
berg of Newark, a near million-dollar 
producer although only in his second 
year in the business, whose subject was 





WHEN IS 


MONEY 


NEEDED MOST? 


It isn't always at the time a breadwinner 
dies. Disability may be as disastrous 

as death. And disability may strike not once, 
but several times in a lifetime. 


Hence Occidental’s broad line of disability 
protection, available as a separate coverage, 
in program with Occidental life policies, 

or as a rider in life policies. 


And hence more sales for Occidental 


representatives. 


occidental life 
INSURANCE COMPANY 


of California 
V. H. JENKINS, Senior Vice President 


"We pay agents lifetime renewals —they last as long as you do” 
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Tie 
CAPITOL LIFE 


INSURANCE COMPANY 
CLARENCE J. DALY, President 


Vakea Letter te 


MEN OF 
VISION 
U.S. A. 


When questioned concerning his statement, “Go West Young Man,” 
Horace Greeley replied that the west was a place for men “Young 
in spirit!” 

For men young in spirit the west offers golden opportunities 
TODAY, as it did in the gold rush days. 

Expanding industries, tremendous population increases, 
bustling business markets... provide opportunities for men of vision 
GREATER than at any previous time. In keeping with this aggressive 
western spirit of continuous development, we have started a NEW 
agency expansion program. 


HOME OFFICE—DENVER 





To men YOUNG IN SPIRIT we offer not 
only SECURITY...but a new way of life! 
It is to YOUR advantage to make further 
inquiries. 
Sincerely, 


Ux 


G. A. L’Estrange 
Vice President and Agency Director. 























ATLANTIC LIFE 


INSURANCE COMPANY 


Richmond, Virginia 





CL Progressive 


Agency Minded Company 
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“Aetna and the Newer Producer.” Mr. 
Feinberg asserted the keys to large pro- 
duction are accurate records, a great 
many calls, cultivation of centers of in- 
fluence, knowledge of business insur- 
ance, personal program selling and 
strong closing. 

Mr. Feinberg, who said he derived 
considerable satisfaction “in being use- 
ful to other people,” declared the life 
insurance field had offered him far 
greater security and many more oppor- 
tunities than any other business could. 

Regionnaires were told by Sumner 
Rodman of Boston that one requirement 
for the successful producer is to “keep 
his own insurance well arranged and 
adequate in amount.” 

Other  success-formula suggestions 
offered by Mr. Rodman were to extend 
service to the policyowner as long as 
the business is on the books, to be re- 
ceptive to new ideas, to re-appraise him- 
self periodically, to conduct himself in 
a businesslike manner in the prospect’s 
presence and to study for continuing 
improvement. 

The concluding talk was delivered by 
D. E. Hanson, superintendent of agen- 
cies, who pointed out that the nation 
isn’t spending as much of its income on 
life insurance as it did eight years ago. 
In fact, he said, the American public 
last year spent more on chewing gum, 
soft drinks and tobacco than on life in- 
surance. 

Stating that “we have no right to feel 
smug and complacent about the job we 
have done in the past few years,” Mr. 
Hanson pointed out that in proportion 
to a family’s total income the nation is 
not as well insured today as it was in 


the 15-year period prior to the last 
war. 
Turning to the old age problem, Mr. 


Hanson declared the number of people 
past 65 will nearly double in the next 25 
years. “It is not too late to help some 
of those on their way” to provide them- 
selves with an income that will build 


Fort Takes Helm at Ga. Assn. Meeting 





The retiring president, J. T. Weir, Life & Casualty, passes the gavél to the new 
president, Dudley C. Fort, National Life & Accident, Atlanta, at the annual meeting 


of Georgia Assn. of Life Underwriters at Augusta. 


From the left are Mr. Weir, Mr. 


Fort, D. Lee Ballard, New York Life, Augusta, vice-president; George M. Connor, 
executive secretary, and C. R. Sheppard, chairman of the membership committee. 
Speakers at the meeting include A. R. Jaqua, director of the Southern Methodist mar- 
keting course; Charles G. Turner, Metropolitan, Atlanta; Charles J. Currie, Mutual 
Life of New York, Atlanta, N.A.L.U. trustee; Cornelius G. Scheid, New York Life, 
Cleveland, and Edward R. Jeter, director of agencies in the southern department of 


mas meer 





dignity, self respect and peace of mind 
when they are “too old to work.” 

General agents who served as chair- 
men at the three business sessions were 
L. K. Babcock, Jr.. New Haven; F. B. 
Alberts, Rochester, and John A. Hill, 
Toledo. 


To Dedicate Operating 


Room at Roosevelt Hospital 
to Alexander Patterson 





A minor operating room at the 
Roosevelt hospital, in New York City 
will be established in honor of Alex- 
ander E. Patterson, late president of 
Mutual Life of New York, who was a 
trustee of the hospital. 

The room is being financed by con- 





operations. 


parent annually. 


holders. 








A philosophy 
that works... 


The continuing advancement of the 
essential interests of its field underwriters 
is fundamental in Equitable Life of Iowa 


Scientific selection, progressive and 
thoughtfully planned training, and an 
amplitude of field tested sales aids, are 
integral parts of a development program 
the merit of which has become more ap- 


As a natural result, Equitable of Iowa 
field underwriters are noted for the effect- 
iveness of their services and held in ever- 
increasing esteem by prospects and policy- 





Equitable Life of lowa 


Founded in 1867 in Des Moines 








plaint division of the Michigan depart- 


ment. 


Mr. Flint recently has been operating 


an agency at Perry and earlier was with 
Wolverine of Lansing and 
American States. 


later the 
He started as a part- 




















ner in the Bonnell & Flint agency at 
Ionia. 
CALIFORNIA 
COATES, HERFURTH & 
ENGLAND 
CONSULTING ACTUARIES 
San Francisco Los Angeles 
| 


Denver 











ILLINOIS 








tributions from agents, home office em- 
ployes and friends. The endowment 
totals nearly $3,500. A check was pre- 
sented to Gayer G. Dominick, hospital 
president, by William L. Porte, a Wash- 
ington, . C, agent, who served as 
chairman of the field representatives 
committee. Among those at the pres- 
entation were Mrs. Eleanor M. Pat- 
terson, widow of Mr. Patterson; Roger 
Hull, vice-president and manager of 
agencies, and Julian S. Myrick, retired 
second vice-president, 


Complaint Chief Named 


LANSING — William Flint, former 
agent and company official, has been 
named to head a newly created com- 


Coast Heads 














Ben Friesen Lloyd Moss 


Ben W. Friesen, as regional manager, 
and Lloyd R. Moss, as general agent at 
Spokane, will spearhead Franklin Life op- 
— in Washington and Northern 

aho. 





THOMAS and TIFFANY 


CONSULTING ACTUARIES 


B. Russell Thomas, A.A.S., A.A.1.A. 
Carl A. Tiffany 











Harry S. Tressel & Associates 
Certified Public Accountants 
and Actuaries 
10 S. La Salle St., Chicago 3, Illineis 
Telephone Franklin 4620 


S. Tressel, M.A.1.A. 
. Wolfman, F.A.LA. we. Giniet 0.P.A. 
. ; Moscovitch, a A. ae Kelly 
w. ti Barkhuff, , C.P Renert ‘Murray 

















INDIANA 


Haight, Davis & Haight, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
Indianapolis — Omaha 








MICHIGAN 
ALVIN BORCHARDT 
Consulting Actuaries 


76 West Adams, Detroit 26, Michigan 
Phone CAdillac 9515 
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WANT ADS 


WANTED IN MINNESOTA 


Life ger of Mi polis and St. Paul. 
also supervisor for country territory by a 
55 year old. large old line company. Ag- 
gressive agents. with exceptional record, 
who are look for t will also 
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Consulting Actuaries 
Auditors and Accountants 


Wolfe, Corcoran andLinder 
110 John Street, New York, N. Y. 





PENNSYLVANIA 








be considered for these positions. Applicant 
must have good personal production rec- 
ord and ability to work with and train 
agents. Salary, plus overwriting and in- 
centive increase plan. No limit to build 
large income. Our employees know of this 
ad. All replies strictly confidential. Give 
age and complete background of training. 
experience, etc. Address V-19, The National 
Underwriter, 175 W. Jackson Blvd., Chicago 





4, Illinois. 








FRANK M. SPEAKMAN 
CONSULTING ACTUARY 


ASSOCIATE 
E. P. Higgins 
PHILADELPHIA 





THE BOURSE 














VIRGINIA & GEORGIA 








POSITION (WITH A FUTURE) WANTED 
Fifteen years experience Life, Accident & 
Health, Hospitalization, and Group including 
Agency Education, Training, Supervision. Fa- 
miliar with Home Office and o id Procedures. 
Have a ame A. & H. and C. L. U. 
courses. ge under 40. Location Immaterial. 
Address V-18, The National Underwriter, 175 
W. Jackson Blvd., Chicago 4, Illinois. 





BOWLES, ANDREWS & 
TOWNE 
Consulting Actuaries 
Employee Benefit Plans 
RICHMOND 6 ATLANTA 























XUM 


15, 1949 








depart- 


perating 
vas with 
iter the 
; a part- 
yency at 


B 
) 
8 





























untants 























YUM 





“FRIENDS IN NEED’ 


By Robert H. Crowell, Philadelphia 


When I entered the life insurance business with the 
Provident, it was with a slight bit of apprehension. 
My concern stemmed from hearsay regarding life 
insurance agents misusing their friendships and ex- 
pecting all their friends to become immediate policy- 
holders. This concept annoyed me, because I felt that 
I wanted no ‘“‘charity business’? from my friends. 

Therefore, as I started my Provident training, I 
had a conviction (which later proved erroneous) that 
my interviews would be only with strangers. Well, as 
I progressed in my training in the use of the Chart for 
Living, * and the advantages and opportunities of the 
Chart began to unfold before me, I was amazed at 
the change that took place within me. 
Here was indeed a service that could be 
of untold value. The Chart challenges the 
underwriter with a goal of professional 
service, and it gives the new agent a 
feeling of confidence. 

So, in the early months, I concentrated 
on learning the Chart for Living presen- 
tation and gained confidence in my own 
ability. 

Today, I look upon a friend from an 





entirely different point of view. I have a valuable serv- 
ice to offer. The fact that the individual is a personal 
friend is all the more reason why I should see him. I ex- 
plain the Chart and its purposes, and the advantages 
which an organized program such as the Chart offers. 
You see, I am offering a service and am not “‘high 
pressuring’’ my friends into buying life insurance from 
me because we happened to have grown up together. 

However, I don’t do business with friends exclu- 
sively. I enjoy meeting the stranger and endeavor to 
make a friend of him— but, naturally, I also enjoy 
discussing my services with an old friend. I measure 
friendship as a quality that embodies the true mean- 
ing of the word: ‘‘To be of help when in 
trouble, to offer advice when advice is 
needed, to congratulate when success is 
achieved — but, above all, to be always 
referred to as a friend.”’ 

Therefore, I firmly believe that if we 
offer our services sincerely and willingly, 
as a friend to our friends, we will find 
that they are indeed ‘‘friends in need.”’ 
* The “Chart for Living” is a colored graph, used by 


Provident Agents, shewing monthly income from life 
insurance, social security, investments, etc. 


Sales Ideas From “Provident Notes’ 
published by 


PROVIDENT MUTUAL LIFE INSURANCE COMPANY of PHILADELPHIA, PA. 








A NORTHWESTERN MUTUAL POLICYHOLDER for 3] years. Mr. Geist’s first policy with this company was for $1000, purchased in February, 1916 
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KARSH, OTTA 


Make emotion only one factor 


in your buying of lite insurance 


A statement of special interest to young fathers, by WALTER GEIST 


President, Allis-Chalmers Manufacturing Company 


ht of family is a tremendous driving force 
for happiness and success. Quite naturally, 
it is this force which most strongly urges the buy- 
ing of life insurance. 

“Yet there is a non-emotional side to life in- 
surance too. It is one we should not lose sight of. 
For the purchase of life insurance is always a 


business transaction. As such it calls for our best 


business judgment and a careful checking of the 
arithmetic of the purchase. 

“This way of looking at life insurance—with 
both the emotional and the business view—is 
what I recommend to all fathers. It is particu- 
larly important to young fathers. It is the con- 


siderate and the practical way to make their 


protection plans do the most for their families.” 


99 


WHY POLICYHOLDERS ARE SO LOYAL 


TO NORTHWESTERN MUTUAL... 


HIS company is one of the six largest. It 
over 90 years’ experience and an outstandi 
reputation for low net cost. ‘ 
This emphasizes that there are significant diffe 
ences among life insurance companies. It is 0 
reason why each year nearly half the life insurancé 
issued by this company goes to those already in the 
Northwestern Mutual ‘‘family.” 3 
Have you reviewed your life insurance program 
within the last two years? You'll find a distinct aa 
vantage in calling upon the skill and understanding 
of a Northwestern Mutual agent. 


Zhe NORTHWESTERN MUTUAL Lf Lesurance Compan 


APPEARING IN: 


SATURDAY EVENING POST, 


MILWAUKEE, WISCONSIN 


AUGUST 6; 


TIME, JULY 25 





